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7% Oklahoma Farm Mortgages 7% 


Are justly recognized in all well 
informed investment circles as ultra 
dependable securities. 


The diversity of crops, the long 
open seasons, coupled with the 
thriftiness and progressiveness of its 
farming element, lon made Okla- 
homa the Wonder State of the 
Union. 


In 1920, Oklahoma raised the largest 
cotton crop on record, approximat- 
ing 1,309,000 bales, together with 
50,090,000 bushels of wheat and 
upwards of 80,000,000 bushels of 
corn, to say nothing of the abundant 
crops of oats, hay and other feed 
and garden truck. 


Unfortunately the price forthe prod- 
uct was abnormally low, more 
cotton remaining unpicked in the 
field than was produced this year. 


The latest estimate for 1921 crop is 
500,000 bales of cotton, bringing 


from $110.00 to $140.00 a bale with 
half a bale per acre an average yield. 


In addition, there will be another 
50,000,000 bushel wheat crop and 
approximately 100,000,000 bushel 
corn crop, together with a fair oats 
crop, a good hay crop and an abun- 
dance of alfalfa and feed stuffs, 
commanding good prices. 


The financial condition of the 
Ok!ahoma farmer never was better. 
His obligations will be promptly 
met. 


The F. B. Collins Investment Com- 
pany of Oklahoma City, Okla. has 
specialized in Oklahoma Farm 
Mortgages since the territory was 
first opened. Its offerings will 
interest you. It will cost you noth- 
ing to investigate them. 


Send for our free booklets, “Why 
Collins Farm Mortgages are Safe” 
—“‘As Others See Us” and “8% 
Collateral Trust Bonds.” 






The F. B. Collins Investment Co. 


Members Farm Mortgage Bankers Association of America 


Oklahoma City, Okla. 





























THE NATIONAL UNDERWRITER, Life Insurance Edition, twenty-fifth year. No. 49. Thursday, December 8, 1921. Office 
of publication, 175 
at 


. Jackson Bivd., Chicago. $8.00 per ; 16 ts copy. Entered as second class matt 
Weaetun hewmen * as 






































The National Underwriter 


LIFE INSURANCE EDITION 





Twenty-Fifth Year. No. 49 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, DECEMBER 8, 1921 


$3.00 per year, 15 Cents a Copy 





STATE OFFICIALS IN 
SESSION IN NEW YORK 





American Life Convention Asks 


for Change in Incontesta- 
bility Provision 


FRATERNAL CONTROVERSY 


Clash Arises When Texas Commis- 
sioner Says He Intends to Ignore 
Examination Committee 


As secretary of the American Life 
Convention T. W. Blackburn addressed 
the National Convention of Insurance 
Commissioners sugesting an amendment 
to the Standard Life Policy Provision 
relating to the period of grace for the 
payment of premium holding a change 
was highly desirable because of recent 
important court decisions, Mr. Black- 


burn proposed the adoption in sub- 
stance of the subjoined: 
“That the National Convention 


recommend to the legislatures of the 


several states that the incontestability 
clause provision of the several standard 
provisions acts be amended so as to pro- 
vide that the policy shall be incontest- 
able after it shall have been in force dur- 
ing the lifetime of the insured for two 
years from the date, or the date of any 
reinstatement; and that in addition to 
excepting from incontestability for non- 
payment of premiums and violation of 
the conditions of the policy relating to 
the naval and military service in time of 
war, there be excepted also, provisions 
and conditions relating to benefits in 
the event of disability and those grant- 
ing additional insurance specificially 
against death by accident.” 

The matter was referred to the com- 
mittee on laws and legislation which 
may have a hearing upon it within the 
next day or two. The committee was 
also to take up the incontestable clause 
in life contracts, but has been unable to 
reach the matter thus far. 


Contest Between Fraternals 


Much time has been devoted by the 
committee on examinations to a recent 
investigation of the Security Benefit As- 
sociation of Topeka, and allegations re- 
sulting therefrom. The matter was 
threshed out in executive session for 
several hours and is to be still further 
reviewed. Fraternal men were on hand 
in an endeavor to modify the provisions 
of the Richmond Bill adopted at the 
Louisville convention of the commis- 
sioners. A contest seems to have de- 
veloped between the National Fraternal 
Congress and the American Fraternal 
Congress over the matter. Apparently 
the former body is willing to favor 
adoption of the Richmond Bill in its 
different states. 

The measure provides for the segre- 
gation of ali monies paid in by members 
of the adequate rate class as opposed to 
the current practice of putting all funds 
into a common deposit. The American 


(CONTINUED ON PAGE 21) 





LIFE PRESIDENTS MEET 


NOTABLE PROGRAM ARRANGED 





Large Attendance on Hand for 15th 
Annual Convention—Many Meet- 
ings This Week 





The Association of Life Insurance 
Presidents is holding its 15th annual 
convention in New York this week. 
The program for the convention, which 
is one of the most notable ever pre- 
pared for an insurance gathering, has 
attracted an unusually large attendance 
of life insurance men from all sections 
of the country. Herbert C. Cox, presi- 
dent and general manager of the Can- 
ada Life, who is chairman of the Life 
Presidents’ organization, is presiding at 
the convention sessions, which opened 





HERBERT C. COX 


President of Canada Life and Chairman 
Life Presidents’ Association 


this (Thursday) morning at 10 o'clock. 

The first day’s program, in addition 
to the opening address by Chairman 
Cox, included addresses on “Sound 
Thinking by the People and for the 
People,” by John W. Weeks, secretary 
of war; “New Life Insurance Business 
of 1921; What it Means,” John M. Hol- 
combe, president Phoenix Mutual Life; 
“Can Trust Companies and Life Com- 
panies Be Neighbors Without Quarrel- 
ing?” Alfred R. Horr, vice-president 
and treasurer, Equitable Life of New 
York; “Nationalism, Internationalism 
and Supernationalism,” Rev. Dr. H. J. 
Cody, Toronto; “Health the Guidepost 
to Material and Moral National 
Strength,” Livingston Farrand, presi- 
dent, Cornell University; “National 
Health in the Life Insurance Mirror,” 
Robert Lynn Cox, third vice-president, 
Metropolitan Life. 

Full Week for Insurance Men 


The week is a full one for insurance 
men of all classes in New York City. 
The annual meeting of the Association 
of Life Insurance Counsel was held 
Tuesday and Wednesday, and following 
the meeting of the Life Presidents’ As- 





ARE SEEKING THE CITY 
COUNTRY BUSINESS IS POOR 


Life Companies Find It Necessary to 


Make Connections in the 


Larger Centers 


The life companies that are special- 
izing on so called country business and 
have kept away from the cities are now 
casting about to see what connections 
can be made in the cities that will pro- 
duce a profitable business. The smaller 
companies have kept aloof to a great 
extent from the larger cities because of 


the intensive competition there, the 
high expense involved and the danger 
of getting undesirable brokerage on 


their books. Some of the smaller com- 
panies’ experience in the large cities has 
been most unfavorable. However, busi- 
ness has decreased to such an extent in 
country territory and the outlook for 
the next year or so in the rural districts 
is so uncertain that these companies 
find it necessary to make a study of the 
large cities situation to discover if pos- 
sible whereby the right kind of business 
can be secured at a normal price. 

Some of the companies are looking 
over the agencies writing fire and cas- 
valty business in the large cities be- 
lieving that through these avenues life 
insurance can be produced that will be 
acceptable. Such offices will not go into 
the market for brokerage business and, 
in fact, will not be sought out by 
brokers. The life insurance that they 
produce will come from members of the 
firm and its immediate connections. 


sociation the meeting of the executive 
committee of the American Life Con- 
vention is scheduled to take place. 

Many matters of interest to life _in- 
surance men are up before the Na- 
tional Convention of Insurance Com- 
missioners and the various committees 
of that organization, in session in New 
York this week. The visiting insurance 
commissioners were guests of the In- 
surance Society of New York at a din- 
ner Tuesday night, with Commissioner 
Hobbs of Massachusetts and Vice- 
President Walter G. Cowles of the 
Travelers as the principal speakers. 

A number of meetings of especial in- 
terest to casualty and fire insurance 
men are also being held this week. 





May Install Branch Office 


With the death of J. M. Kilgarif, 
which follows the death of Mr. Beaver, 
the principal members of the firm of 
Kilgarif & Beaver, general agents at 
San Francisco for the Pacific Mutual 
Life, it is probable that the company 
will install a branch office system in the 
San Francisco office, placing a manager 
or superintendent in charge. Kilgarif 
& Beaver have had the agency of the 
company during their entire business 
careers and it has been a most success- 
ful organization, doing one of the larg- 
est life insurance businesses in Cali- 
fornia. The agency is composed of a 
number of successful writers and it is 
prominently represented each year 
among the leading producers for the 
company. 





COOPERATIVE IDEA IN 
ADVERTISING OPPOSED 





Tentative Publicity Program Fails 
to Win Approval of 
Some Executives 





LOSE INDIVIDUAL APPEAL 





Some Life Companies Fear Unfavorable 
Effect on Both Agents and 
General Public 


—_ 


NEW YORK, Dec. 6.—A new objec- 
tion to cooperative advertising of life 
msurance was registered recently when 
4 group of 


on 


companies were being 
a tentative program. The 
mys was one that might have been used 
y all Massachusetts companies, or ; 

Hartford companies, or af wade 
panies, or all Chicago companies. Its 
mtent was to explain life insurance to 
the mystified public and stamp a par- 
ticular group of companies, located in 


one geographical unit, as unusually de- 
sirable institutions. 


sounded 


How Would It Affect Agents? 


Your plan is fine,” said the com- 
pany man to the apostle of general ad- 
vertising, “but a certain part of the 
value of advertising comes from the in- 
spiration it gives our representatives. 
Chey feel our company is better than 
any other in the group. They assert so 
in soliciting. Wouldn't cooperative ad- 
vertising nullify their past efforts to 
make prospects and policyholders feel 
the same way? Would it fail to inspire 
our agents and thus be less than 100 
percent efficient? How would you feel 
if you were our agent in a city of 20,000 
people and you were in competition on 
a $50,000 case with the agent of one of 
these companies in this group and just 
about the time you had pointed out all 
the wondertul features of your policy 
and stressed service and furnished the 
prospect with figures enough to fill a 
school arithmetic, some national maga- 
zine came in with a full-page ad to 
which our name and the name of the 
competing agent’s company was signed? 
Wouldn’t you feel that the company had 
undone part of the work you had done 
in their behalf? Wouldn't you expect 
the decision after such an advertisement 
would be made on a personal basis or 
that your prospect would give you half 
and your competitor half?” 

This doesn’t sound as if this particular 
company man was very thoroughly con- 
verted by that slogan of recent years: 
“Ahead of the company—life insur- 
ance.” 

There are many company men and 
many agents who are not converted to 
that idea. They believe that the way to 
make life insurance advance is to ad- 
vance their own company and let each 
home office and field organization of 
each company do the same thing. 

There also seems to be a feeling in 
many quarters that cooperative efforts 
are unnecessary, that any company is 
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big enough to go it alone. If a com-| EXPERIMENT WAS MADE! PLAN TO CLEAN HOUSE when he operates on a large scale, why 

pany is operating in only one or a few isn’t he just as were when he op- 
—- erates on a small scale! 


states it can use the newspapers instead 
of the national magazines. The North- 
ern Life of Seattle is conducting quite 
a campaign in its field. The West Coast 
Life of San Francisco has been a per- 
sistent patron of newspapers. Canadian 
companies advertise individually as well 
as cooperatively in Canadian news- 
papers. 

The real reason that companies con- 
tinue to hold aloof from cooperative 
programs and individual campaigns is 
skepticism of advertising to the public. 
They doubt the efficacy of advertising 
to convert. They fear mistakes that 
might react unfavorably instead of 
favorably. 

One of these fears applies to cooper- 
ative advertising and not to individual 
effort. It is believed by some people 
that cooperative drives stamp the co- 
operators, in the minds of some people, 
as a combine detrimental to the best 
interests of the public. 


WILL DISCUSS BANK SUBJECT 





Pittsburgh Life Underwriters Associa- 
tion Executive Committee Will 
Consider the Matter in Future 





PITTSBURGH, PA., Dec. 5.—The 
executive committee of the Pittsburgh 
Life Underwriters Association is ex- 
pected to consider the so-called bank 
question at its next meeting. The sub- 
ject has been informally discussed by a 
number of general agents. The Ed- 
ward A. Woods agency of the Equitable 
Life of New York has a banking con- 
nection with one of the large institu- 
tions in this city. The Pittsburgh Life 
Underwriters Association at the time 
this matter was made offered no pro- 
test or opposition. Inasmuch, however, 
as the matter has become of country- 
wide interest and there is so much be- 
ing said about it, the life underwriters 
here fear that the plan may be ex- 
tended to their detriment. 

Whether the agreement between the 
E. A. Woods Agency and the Peoples 
Trust & Savings Bank will be discussed 
by the executive committee remains to 
be seen. Where companies or agencies 
have made banking deals and‘later have 
changed their policy it has been the 
custom to allow existing alliances to 


remain. The agents in this city have 
had no feeling regarding the E. A. 
Woods deal. However, as the bank 


proposition is rapidly extending, they 
believe that .there are certain principles 
involved that will call for discussion. It 
is stated here that the impression re- 
ceived by some of the depositors of 
the Peoples Trust & Savings Bank that 
carry life insurance in the Equitable 
because of their deposits is that the life 
company guarantees the safety of the 
deposit and the reserve held by the 
bank. In case the bank should fail 
and these reserves should be impaired 
the institution of life insurance might 
suffer, due to a false impression. 


Must Study Prospect’s Type 

Salesmen of the St. Louis agency of 
the Missouri State Life received instruc- 
tion in sizing up a prospect for insur- 
ance from Miss Alfaretta Hallam, char- 
acter analyst and psychologist, who 
addressed the salesmanship school of 
the company recently. 

“You men are commercializing your 
personality,” declared Miss Hallam. 
“When you learn to study the individual 
and to pick out his type so you can 
approach him from the angle that will 
produce the results you want, then you 
are placing a higher value on your per- 
sonality.” Miss Hallam described the 
different types of persons and delin- 
eated their characteristics. If one 
changes his environment and associa- 
tions he begins to change his type, she 
asserted. 

“There are certain types which can 
work together in any activity,” she 
said, “but there are others who if put 
together are like the wrong notes in 
music grouped together.” 








WESTERN STATES LIFE PLAN 





How Its School of Life Insurance Sales- 
manship Was Conducted and 
Results Achieved 





SAN FRANCISCO, CAL. Dec. 6— 
The School of Life Insurance Sales- 
manship recently conducted by Forbes 
Lindsay in behalf of the Western States 
Life in San Francisco seemed to indi- 
cate that plenty of desirable men mav 
be induced to enter the business on the 
promise of being thoroughly educated 
in it. Whilst the course of instruction 
was free, the company paid no salaries 
nor advances to the students. 

During several weeks previous to 
opening the school the Western States 
Life advertised it in the daily papers. 
Upwards of 100 applications were re- 
ceived, and 50 selected from them. 
Mr. Lindsay’s idea was to compose the 
class entirely of raw material and all 
those who had experience were elim- 
inated. The enrollment was made up 
from the classes that supply the bulk 
of agency recruits. Only two of the 
entrants were college graduates, but 
most of the others had passed through 
high schools. Half of them were mar- 
ried and their ages ranged from 19 to 
70, averaging 31 years. Of the former 
occupations, salesmanship of various 
kinds numbered 16; army service, 7; 
railroading, 3; civil engineering, 3; store- 
keeping, 3; law, 2; ministry, 1, and a 
variety of salaried employments. From 
this last unclassified group, 8 were 
dropped in the first two weeks, on ac- 
count of evident ineptitude. Two fell 
out owing to illness and 40 completed 
the course, with a class attendance aver- 
aging 97 percent. 

Topics That Were Discussed 


The Lindsay system was used as a 
text and the course of instruction built 
round it. There was a series of lectures 
on the science of life insurance (restric- 
ted to such information as an agent can 
turn to practical account), self-improve- 
ment, psychology of salesmanship, bus- 
ness insurance, income insurance and 
conservation of business. Class sessions 
were held daily, except for Saturday 
and Sunday, from 8 to 9 a. m., 1 to 2 
p. m., and 4:15 to 5 p. m. A minimum 
of five hours of field work was required 
and excess of that amount discouraged, 
in the endeavor to maintain a balance 
between theory and practice. A strict 
requirement was the filing of a weekly 
record of time consumption. The class 
occupied two months and was termin- 
ated with a viva voce and written exam- 
ination, in which the average rating was 
89 percent. 


Keynote Was “Ordinary” 


Production of business during the 
course was a secondary consideration. 
The class was restrained from canvass- 
ing in the first two weeks and in the last 
week the entire body was permitted to 
join in the membership drive of the 
California Development Association. 
The business for the remaining five 
weeks was somewhat in excess of $200,- 
000, divided among about 60 percent of 
the class. 

The initial effort was directed toward 
the creation of a keen interest on the 
part of each man in himself and in the 
business. This foundation having been 
secured, the success of the course was 
assured. The keynote of the enter- 
prise may be expressed in the word 
“ordinary”. The method of recruiting 
was ordinary. The system of instruc- 
tion was ordinary. The class was 
composed of an ordinary caliber of men. 
The project was to produce results 
which may be and should be made the 
ordinary experience of all progressive 
companies. The design was to develop 
practical and efficient salesmen whose 
chief desire and pleasure would be to 
carry rate books and sell life insurance. 





WILL ACT AGAINST TWISTER 





Chicago Life Men Intend to Conduct 
Strong Campaign to Rid City 
of “Experts” 





Chicago life insurance men say that 
there is now evident an intention on 
the part of all who are opposed to the 
twisting evil to make an effective and 
aggressive fight to rid Chicago of the 
large number of so-called counsellors, 
experts, auditors, actuaries and the like 
that now infest the city. The time has 
arrived for all who are opposed to the 
presence of the twister to take definite 
steps to eliminate him. While life in- 
surance men have made sporadic efforts 
to lessen the activities of the twister, 
there has been no determined fight on 
the part of life men and the principal 
business interests to wipe out the 
twister once and for all. The some- 
what passive attitude that life insur- 
ance men have maintained it is now pro- 
posed to change to one of aggression. 


Suggests Positive Program 


“What we want to do now,” said a 
prominent Chicago general agent, “is 
to go after these fellows rough shod. 
We want to get them into court and 
charge them with misrepresentation, 
fraud, with being against public policy, 
with increasing the cost of life insur- 
ance, and upsetting the confidence of 
the public in the great institution of 
life insurance. We want to arrest them, 
have them indicted, bring them before 
the grand jury and make it costly and 
dangerous for them to operate in Chi- 
cago. We ought to bring an injunction 
against them to prevent them from 
circularizing policyholders as they are 
now doing. In other words, we ought 
to take positive, definite steps against 


them. We ought to bring the fight to 
them, instead of having them bring 
it to us. 


“We have been fussing around de- 
claring that we cannot take action until 
we have passed an agents’ qualification 
law, or an anti-twisting law. We will 
never accomplish anything if we wait 
for new laws to be passed. We have 
all the law on the books now that we 
need. All we have to do now is to 
make up our minds that we can clean 
up these twisters, and then proceed to 
go after them hammer and tongs. We 
would have no difficulty at all, if we 
employed the services of a good ‘lawyer, 
to prove that these twisters are mis- 
representing every day, and that they 
are perpetrating a fraud upon the pub- 
lic. They are destroying the public con- 
fidence in one of the greatest businesses 
in the world. They are, by reason of 
constantly switching policies, increas- 
ing the general cost of life insurance to 
the buying public. They are operating 
in a manner that is against public 
policy. 

Against Public Policy 


“Suppose that an investment house 
should recommend to a prospect that 
he take his money out of the bank and 
invest it in securities which that par- 
ticular investment house offered for 
sale. There could be no objection to 
that. But suppose 40 or 50 investment 
houses in Chicago, or any other city, 
should conduct a strong campaign in 
which they urged through the use of 
salesmen, circulars, letters and _ tele- 
phone calls that everybody in the city 
draw their money out of the bank and 
buy the securities they had to sell. 
Wouldn’t this be against public policy? 
Wouldn’t the withdrawal of funds from 
the bank on a large scale upset our 


present business system and cause 
something of a panic in financial cir- 
cles? This, in effect, is what the twist- 


ers are doing. If their operations were 
to be extended to an even wider circle 
it would bring a serious situation to life 
insurance. If the twister is wrong 





“To protest meekly and declare that 
the twister is not a nice fellow is not 
going to remedy the situation. What 
we need now is drastic action. We 
should whack these twisters over the 
head so hard that it will be impossible 
for them to recover. We must force 
the situation. We must make a few 
arrests, and take some of these twisters 
into court and prove that they are op- 
erating in a manner that is detrimental 
to the public interest. It is up to us to 
make the twister see that we mean 
business, and that we intend to take 
radical action to rid Chicago of the 
worst element in life insurance today.” 


UTAH BARS MOUNTAIN STATES 





Commissioner Refuses to License 
Denver Company as Result of 
Supreme Court Ruling 





Utah has barred the Mountain States 
Life of Denver, which is involved in the 
controversy over the Colorado insur- 
ance department and the attempted re- 
moval of its head, Earl Wilson. 

Despite efforts of the company to 
gain a foothold in that state where the 
supreme court ruled that its methods 
were such as to prohibit its operation, 
it has been refused admission by Com- 
missioner Walker, who indicated that 
the company had failed to comply with 
his requirements. 

The Mountain States, which has been 
charged with being active in having 
Commissioner Wilson of Colorado re- 
moved from office because he canceled 
its license, got a favorable ruling from 
District Judge Brouck of Denver on 
some of the same points that the high- 
est court in Utah decided were against 
the concern’s operation in that state. 


Mutual Life’s Philadelphia Meeting 


Prophesies of unusually favorable 
business conditions next year featured 
a meeting of life underwriters at Phila- 
delphia, under the auspices of the Phila- 
delphia Club of the Mutual Life of New 
York. Speakers were Archie Rickards, 
president of the Philadelphia Associa- 
tion; Henry S. Baker, James M. Dickey, 
Thomas P. Morgan, Jr., John L. Truax 
and William H. Whitney. 

“Many Philadelphia concerns are to- 
day grateful for the loan values of life 
insurance policies,” Mr. Rickards said, 
“which have saved them from what 
would otherwise have been inevitable 
bankruptcy, during the past year or 
so.” 

At the close of his address Mr. Rick- 
ards said: “The corner has been turned 
and Philadelphia may look forward to 
an era of substantial constructive pros- 
perity such as she has not known for 
many years. The year 1922 will reward 
those who have sanely kept their feet 
on the ground in 1921—those who have 
bought, sold and produced wisely. 
With much that is unpleasant in busi- 
ness behind us, we may now face front, 
looking eagerly for that prosperity 
which is sure to come to the greatest 
nation on earth—the big brother of 
them all.” 


National Life U. S. A. Meetings 


Vice-President and Secretary Robert 
D. Lay and Superintendent of Agents 
Walter E. Webb, of the National Life 
Insurance, U. S. A., are en route to San 
Francisco to hold the fourth regional 
agency convention for the representa- 
tives on the Pacific Coast. They have 
just returned from Florida, where the 
third meeting, and a very successful one, 
was held at Jacksonville. 

A fixed schedule of topics for discts- 
sion was arranged for each meeting, and 
the sectional gathering is found to be 


eminently more satisfactory than 4 
home office convention. The men have 
expressed themselves as deriving 


greater benefit, and the ‘home office 
strongly favors the meetings. 
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AGENCY LEADERS ON 
TREND OF THE TIMES 








Views as to the Work of Fire and 
Casualty Men Are Given 
by Officials 


SPECIALTY SALESMAN ERA 


Company People Give Their Opinions 
as to Employment of Side 
Line Representatives 


There is a difference of opinion 
among agency leaders as to whether the 
full time life insurance man should be 
developed and more attention be given 
to his work or whether there is a big 
field for the part time man. Another 
question that is rapidly coming to the 
front is the factor that fire and casualty 
agents will cut in the life insurance 
field. A number of agency leaders were 
queried as to their views in these di- 
rections. Some of them follow: 

* * * 


S. W. Goss, Vice-President Security 
Life—My opinion is that in the main 
life insurance in the future will be writ- 
ten by the full time man, the man who 
has already or who is in the process 
of becoming a life insurance specialist. 
To be highly successful at the present 
time a life insurance salesman must be 
a specialist. In fact, this has always 
been largely true, but evidently will be 
more true in the future because of the 
rapidly increasing ways in which life 
insurance is being applied to the solu- 
tion of men’s problems. 

To be eminently successful as a life 
insurance man, a certain type of man 
is demanded. This man may be de- 
fined as a life insurance personality. 
The big factor in salesmanship is the 
man. The buildine of a great life in- 
surance man is primarily the building 
of a life insurance personality. The 
man who enters the life business with 
earnestness and a definite purpose to 
make it his life work, who thinks the 
ideas of life insurance, entertains the 
sentiments of life insurance, and gives 
to the business unstinted service, cre- 
ates as a result a life insurance per- 
sonality. He becomes in fact, as well 
as in profession, a life insurance man. 
To develop that sort of a personality, 
it is evident that a man must give him- 
self exclusively and.earnestly to the 
life insurance business. 


Life Men Better Prepared 


The average life insurance man or the 
man engaged in general insurance lines, 
has not up to the present time success- 
fully sold life insurance. There is no 
ground for thinking that he is likely 
to do better in the future. The fact 
is that other lines of insurance do not 
lend themselves to the development of 
certain qualifications that are essen- 
tial to the successful sale of life insur- 
ance. This is not saying that the abil- 
ity or the qualities of the life insurance 
man are superior to those of the suc- 
cessful fire insurance man or the man 
who is successful in general lines of 
msurance. It is merely saying that 
they are different. Ordinarily men en- 
gaged in other lines of insurance lack 
the enthusiasm that is essential to the 
successful sale of life insurance. It 
is commonly true that the man engaged 
in the fire insurance business or in 
general insurance lacks knowledge of 
the pr actical methods that must be em- 
ployed in the writing of life insurance. 

Besides, the details incident to a fire 
or casualty business prevent the agent 
irom giving sufficient time to an in- 

(CONTINUED ON PAGE 15) 
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ALBRITTON’S NEW POST 
HE GOES INTO AGENCY FIELD 


Agency Department Head of Minne- 
sota Mutual Will Form Partner- 
ship With Sam Weems 


E, S. Albritton of St. Paul, Minn., 
second vice-president in charge of 
agencies of the Minnesota Mutual Life, 
has resigned to go to Dallas to enter 
a partnership with Sam Weems, the 
Texas state manager of the company, 
under the firm name of Weems & AI- 
britton. Mr. Albritton started in the 
life insurance business at Dallas when 
he was associated with Orville Thorp, 
state manager of the Kansas City Life. 
He became assistant state manager in 
the Thorp agency, serving in that ca- 
pacity for a couple of years. He made 
a big record as a personal producer in 
Dallas. 

Mr. Weems and Mr. Albritton have 
Leen close personal friends for about 
15 years, both men having been previ- 
ously connected with the Capito! Life 
of Denver. The Weems agency has 
Leen producing at the rate of $4,000,000 
a year and has set the pace for $5,000,- 
000 a year in 1922. It is one of the big 
insurance agencies of the country and 





E, 8S. ALBRITTON 


Agency Department Head of Minnesota 
Mutual Who Enters Field Work 


with two big‘men in charge it is des- 
tined to see bigger things. 
Successful in His Work 


Mr. Albritton began his work 
the Minnesota Mutual June 1, 
starting with the title of agency man- 
ager and later being elected second 
vice-president and a member of the 
board. He appreciates the opportuni- 
ties in field work. Mr. Albritton has 
made a fine impression on the business. 
He has been successful as an agency 
organizer and as head of the agency 
department. He read a paper before 
the Association of Life Agency Officers 
at its meeting in Chicago in November 
that attracted wide attention. 

Since going with the Minnesota Mu- 
tual Mr. Albritton has done a lot of 
constructive work. The number of 
general agencies has increased from 
four to 25. The business in force, 
reserves and assets, are more than three 
and a half times as great as they were 
when he went with the company. Mr. 
Albritton has done his full share in 
promoting the growth of the company. 
With his very genial personality, he has 
endeared himself to his associates at the 
home office and the field force. 

President Randall's Tribute 


President E. W. Randall, 
ing the resignation of Mr. 


with 
1911, 


in announc- 
Albritton, 





INSURANCE EDITION 


AWAIT DEVELOPMENTS 

BANK PLAN AT KANSAS CITY 

Life Companies and Banks There Adopt 
Policy of “Watchful Waiting”— 


Interested in Scheme 


KANSAS 
Kansas City 


CITY, MO., Dec. 6— 
banks and Kansas City 
life insurance companies have adopted 
the policy of “watchful waiting” as to 
the saving-insurance plan. The banks 
are in a receptive mood. At least one 
of them had a conference with a lead- 
ing iife company on the subject. It 
developed that this particular company 
wrote only five-year term policies, while 
the bank took the position that it 
necessary to have the policies cover at 
least ten years. The conference ter- 
minated with no action taken, and both 
the company and the bank are waiting 
to see what will turn up. 

Other company branches here are 
disposed to see how the experiment will 
turn out in the east and in Chicago. 
Some of the managers of these bran- 
and the officers of the Kansas City 
companies, are ready “to be shown,” 
but have their doubts as to the per- 
manent value of the plan. 


Cleck Plan Cited 


was 


ches, 


One of the managers who has been in 
Kansas City for a long time, and has 
seen almost every kind of a plan used 
to stimulate business, and most of them 
fail, declared that there was no sub- 
stitute for the motive to provide pro- 
tection for the beneficiaries, of the 
estate. He told how he was sold on 
providing a clock which could only be 
wound up each day after a dime had 
been deposited, the wily salesman point- 
ing out that it was so much easier to 
lay aside a dime a day, than $15 a quar- 
ter. The ultimate result of the exper- 
iment was that he lost all his clocks, 
and most of his policyholders who had 
been sold “clocks” instead of protection. 
He said that the policyholders would 
break open the clocks, and spend the 
money before the quarter was up. 

While this old wheel-horse in the 
business insists that his agents use 
every new and approved method of 
presenting the idea of protection, he 
also insists that they shall never forget 
that it is protection, and not savings, 
or any thing else, they have to offer. 
[t is the consensus that while it may 
be all right to have the banks collect 
the premiums, and handle the  sav- 
ings, only agents who have been trained 
to handle the business should do the 
soliciting and selling. 


among other things has 

“In fine cooperation with his fellow 
officers, Mr. Albritton has had a full 
part in the splendid growth and devel- 
epment of the company. He has en- 
deared himself to all of the Minnesota 
Mutual family. His home office 
Ciates regret the departure of himself 
and family from St. Paul. However, 
they realize that there is no loss in 
company relation and predict for him 
even greater successes in his new field 
than the more than substantial ones 
thus far achieved. 

“Mr. Albritton 
broad boundaries, 
ple, her varied 


this to say: 


asso- 


knows Texas, her 
her progressive peo- 
resources and her ap- 
pealing potentialities. He and Mr. 
Weems have been warm, personal 
friends for years. That they will make 
an unusual team no one can doubt. 
That their agency will be a front rank 
agency is certain. We congratulate 
Mr. Albritton upon his successful past, 
upon his new association and upon the 
roseate future before him. We con- 
gretulate Mr. Weems upon having Mr. 
Albritton join him and we congratulate 
the Minnesota Mutual Life upon hav- 
ing such outstanding representatives in 
the worderful state of Fexas.” 





AGENT’S RELATION TO 
MEDICAL DEPARTMENT 


Dr. W. G. Hutchinson of Michigan 
Mutual Addresses the De- 
troit Association 


GIVES PRACTICAL POINTS 


Problems of Examiner Discussed with 
Reference to Viewpoint of 
Man in the Field 


DETROIT, 
usually 


MICH., 


and 


Dec. 6.—An un- 


clear interesting presenta- 
tion of the work of the medical depart- 
company in its 
field, taking 


up of the viewpoint of the agent as well 


ment of a life insurance 


relation to the men in the 


as the company, was given at last 
week's meeting of the Detroit Associa 
tion of Life Underwriters by Dr. W. G 
Hutchinson, third vice-president and 
medical director of the Michigan Mu- 
tual. His subject was “The Relation 
of the Agent and the Medical Depart- 


ment.” Any of the 146 members pres- 
ent who had an idea that the doctor's 
talk was going to be dry and unin- 
teresting were agreeably surprised. The 
general comment was that they had 
learned more about medical depart- 
ments in a few minutes than they had 
work, 


Relationship Is Close 


Dr. Hutchinson said in part: 

“The relation of the agent and the 
medical department is necessarily a 
close one, in fact it is one of the closest 
points of contact between the agent 
and the company. Such a relationship, 
therefore, should be a most harmonious 
one, characterized by a clear under- 
standing between the two. From the 
company’s standpoint the purposes of 
both are essentially identical, that is, the 
placing of the largest possible amount 
of good business on the books f the 
company; although | know agents many 
times feel that the medical director's 
main object in life is keeping such busi- 
ness off the books. 

“This difference in opinion as to the 
value of a risk is the rock of misunder- 
standing upon which many harmonious 
relationships between the agents and 
companies are wrecked. 

Factors Hard to Harmonize 


“Unfortunately in the life insurance 
business there are two or three factors 
which it is very difficult to harmonize. 
On the one hand are the agents striv- 
ing their utmost to produce the grist 
for the mill in the form of new business; 
on the other, the company desirous & 
securing such business, and between the 
two the medical department, whose duty 
it is to separate the chaff from the 
grain. 

“It is inevitable that some of the grain 
will be thrown out with the chaff, and 
likewise some of the chaff get through 


with the grain. And just in this con- 
nection I am wondering if the agents 
very often stop to compare the p4r- 


centage of cases in which the company 
issues a policy as applied for, when the 
agent really expected a declination, with 
the percentage of those declined which 
he fully expected to be accepted 

“I am keenly aware of the disappoint- 
ment experienced by an agent in hav- 
ing what appears to be a first-class risk 


declined, and I know how difficult it 
must be for him to accept such a de- 
cision as correct, when all the facts 


in his possession indicate otherwise. 


Local Examiner's Opinion 


“The ‘facts in the case’ are, however, 
the crux of the whole situation, and it 
is either a lack of knowledge of all the 
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facts, or a lack of information as to 
the relative bearing of such facts on 
the mortality of the risk, that causes 
all the misunderstanding on the part of 
the agent. One of the most frequent 
contributing factors to such a situation 
is the local medical examiner, and at 
this point I want to say just a word in 
reference to the local examiner’s opin- 
ion of a risk. 

“While it is true that most companies 
ask the examiner to state his opinion 
of the risk, it is equally true that in a 
large number of cases the medical de- 
partment cannot accept the examiner’s 
recommendation of a risk as first class, 
not because the examiner is not com- 
petent, but because he has not what we 
might term ‘insurance knowledge’—that 
is, the knowledge of the relationship ot 
any impairment to the mortality of 
such a class. It is an absolute fact 
that clinical medicine and insurance 
medicine do not parallel in many in- 
stances. The practicing physician, with 
an extensive clinical experience, comes 
to regard certain phvsical defects as of 
minor importance, especially if such a 
defect is a permanent one and not hav- 
ing any immediate effect on the patient; 
while our insurance statistics may show 
that a large class of risks with such 
a defect have a very high mortality. 
Again, the individual may have a his- 
tory of some attack in the recent past, 
such for instance as gall stone colic, 
and the physician will justly feel that 
clinically such a case is all right as 
long as he has no further symptoms of 
the trouble, but we know that such a 
history predicates a mortality above 
normal for such a class. 


May Not Have “Insurance Knowledge” 


“It therefore frequently happens that 
a very competent examiner will express 
to both an applicant and agent the 
opinion that the risk is first class, and 
the medical department, looking at it 
trom a different perspective, decline the 
case. I would, therefore, like to urge 
that agents do not place too much 
stress upon the local examiner’s opinion 
of a risk, even though he be a high- 
class, competent physician, because he 
probably has not that ‘insurance knowl- 
edge’ which is essential to the proper 
selection of risks. 

“Again, the medical department has 
in many cases a large number of facts 
regarding a risk which the agent does 
not possess, and which, unfortunately 
in some cases, it is impossible to give 
the agent. This_ naturally creates an 
unfortunate situation, for it is but 
human nature for any intelligent person 
to question the wisdom of an act fér 
which they can see no reason, and which 
cannot be satisfactorily explained. You 
of course know that all companies have 
sources of confidential information 
which information is only obtained in a 
confidential way and with the explicit 
understanding that it will not be dis- 
closed. I know that an agent will fre- 
quently feel that an injustice has been 
done a declined applicant, and will con- 
tinue to feel so when the medical de- 
partment does not satisfactorily ex- 
plain the reason for its action. But_I 
would again like to suggest this thought. 
which I know you have all heard 
many times, that the company is very 
desirous of placing all the good busi- 
ness on the books, and a medical de- 
partment which did not function with 
that idea could not long properly serve 
a company. 

Few “Border Line” Cases 


“Eliminating those comparatively few 
cases in which all the facts in the case 
cannot be disclosed, it leaves but the 
so-called ‘border line’ cases as a cause 
of possible misunderstanding. The 
whole difference in opinion is a lack of 
understanding regarding the relative 
importance of the facts presented. 

“In the first place, the number of 
strictly border line cases is compara- 
tively small. Some time ago, ait 
analysis was made of the applications 
received by a number of companies not 
writing any business on substantial 
risks. The distribution of applications 





received by these companies was found 
to be as follows: Very favorable, 8 
percent; favorable, 20 percent; average, 
32 percent; slightly unfavorable, 15 per- 
cent; border line, 10 percent; unfavor- 
able, 5 percent: very unfavorable, 10 
percent. Of these, of course, all of 
the very favorable, favorable, average. 
and most of the slightly unfavorable 
would at once be accepted. All of the 
unfavorable and very unfavorable at 
once declined, leaving only 10 percent 
of the whole for further consideration, 
and of this 10 percent probably at least 
half would ultimately be accepted, so 
that finally there would not be over 
5 percent of all applications submitted 
which could be a source of any misun- 
derstanding. 
Formerly an Individual Matter 


“Previous to several years ago, 
medical selection was largely a matter 
of individual company action, based al- 
most entirely on each company’s own 
experience,‘ and influenced not a little 
by the personal feelings of the medical 
director himself. In those days on the 
‘morning after’ a banquet, the medical 
director would not view an applicant 
who drank a glass of wine with his din- 
ner in the same charitable light that 
he would on another morning. And 
the medical director whose own per- 
centage of overweight was well up 
would be far more liberal with appli- 
cants of that class than the one with 
a chronic indigestion who had diffi- 
culty in making the scales register when 
he stepped on them. 

“Fortunately for the insurance busi- 
ness, this condition no longer. exists, 
and I am sure you will agree that the 
action of companies is now far more 
uniform than formerly. It is, of course. 
still true that different companies have 
different practices regarding certain 
impairments, but on the whole the ac- 
tion of them all is now fairly uniform. 
The reason is that we now have at 
our disposal very accurate statistics, 
covering the mortality experience of 
practically all of the larger companies, 
with most of the common impairments. 


Trouble With Overweights 


“IT doubt if there is any one class of 
risks that causes as much trouble for 
the agent as the overweight, at least 
that has been my experience. Over- 
weight is, of course, nearly always a 
family characteristic; the applicant is 
a few pounds overweight, but he has a 
couple of brothers who weigh almost 
as much as he does; he is rarely fat; 
all of the weight being bone or muscle; 
and he frequently has a long trunk and 
short legs, which, if they were of proper 
length, would bring him within average 
limits. 

“Grant, if you will, all of these pre- 
sumably favorable factors and you 
still cannot disregard the fact that a 
class of men 5 feet 8 inches tall, 40 
years of age, who weigh 200 pounds 
will show a mortality of 137 percent, 
whether their tissue is fat or muscle. 
There are exceptions to all rules, and 
we all know of overweights who have 
lived to old age, but there were also 
many others in the same class that 
died of whom we know nothing. There 
is no method that I know of by which 
the exceptions may be picked. 

“The fact is that overweight, whether 
fat or solid tissue, is burden to the 
heart and circulation, a burden that 
must constantly be carried and one that 
almost invariably exacts its toll. It 1s 
true that overweights with a pendulous 
abdomen show a somewhat higher mor- 
tality than those who have not such a 
condition, but this difference is really 
an added mortality to the already ¢x- 
cessive one for that class. 


Question of Blood Pressure 


“Probably one of the greatest thorns 
in the side of agents today is the blood 
pressure instrument, and I am incline 
to believe that the inventor of this 1- 
strument would not be a welcome guest 
at a meeting of life underwriters. The 
practice, which is now almost universal, 
of requiring a blood pressure reading 
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in practically all cases, is one of recent 
years and has proven a very important 
addition to medical examinations. You 
may ask why it is now regarded as so 
important, when the companies got 
along without it for so many years, and 
I can only answer that I cannot ex- 
plain how the additional mortality, 
which they must have experienced 
previous to the use of this instrument, 
was absorbed. We know absolutely, 
however, that its use at the present 
time saves us considerable loss. It is 
quite possible that high blood pressures 
were not as frequent in years gone by 
as they are now, owing to the strain ot 
modern business and life, but we know 
they are frequently found in this day, 
especially applicants for large amounts 
of insurance.” 


HOBBS IS MADE CHAIRMAN 





Massachusetts Commissioner Chosen to 
Head Executive Committee of 
National Convention 





Clarence W. Hobbs, insurance com- 
missioner of Massachusetts, has been 
chosen chairman of the executive com- 
mittee of the National Convention of 
Insurance Commissioners in succession 
to Jesse S. Phillips, who resigned from 
the superintendency of insurance of 
New York some weeks ago to assume 
the general management of the National 
Bureau of Casualty & Surety Under- 
writers. At the same time T. M. Henry, 
insurance commissioner of Mississippi. 
who, next to Commissioner Button of 
Virginia, is the senior of the convention 
in point of membership, was given a 
place on the executive committee. Col. 
F. R. Stoddard, Jr., the recently ap- 
pointed insurance superintendent of 
New York, replaces his former chief, 
Mr. Phillips, on all committees of the 
organization of which the latter was a 
member. These include the committees 
on fidelity and surety companies, fire 
insurance, laws and legislation, rates of 
insurance companies, reserves other 
than life, workmen’s compensation in- 
surance, and that on the valuation of 
securities. 


Missouri State Optimistic 


Members of the St. Louis agency of 
the Missouri State Life, at their weekly 
meeting Saturday, were addressed by 
Joseph Severance, lecturer and sales 
engineer of the Lexington Motor Car 
Company. A decidedly optimistic tone 
was evident in the discussion of busi- 
ness conditions in St. Louis. The St. 
Louis agency to date in November has 
written more than $1,000,000 of busi- 
ness, which is in excess of November, 
1920. The total production of all agen- 
cies to date in November is also in ex- 
cess of November, 1920, indicating the 
upward trend of business conditions 
nationally. An even larger increase in 
business is anticipated in December on 
account of the sale of special Christ- 
mas policies, which the company offers. 
Particular attention is to be directed 
toward group insurance as Christmas 
gifts to employes. 


Union Central Convention Plans 


_The annual agency convention of the 
Union Central Life will be held at the 
home office Jan. 5-7. A committee of 
managers is arranging the program. 
consisting of E. A. Ferguson of Chi- 
cago, chairman; John L. Shuff, Cin- 
cinnati: William L. McPheeters, Cleve- 
land; Fneene Jordan. Grand Rapidé, 
and Wit'liam E. Schilling, Des Moines. 
This will be the first convention held 
under the new administration of Presi- 
dent John D. Sage. It is understood 
that a number of matters will be dis- 
cussed. including the question whether 
the company shall enter the health and 
accident business. A large attendance 
is expected. 


e Davidson & Colgeate, general agents of 
he Connecticut General Life at Louis- 
ville, have desolved partnership. Wil- 
liam Coldan has been appointed special 











agent. 





SER VICE—As We See It 





HE more intimate the relations between the 

sales force and the Home Office the more 
intelligent and effective are the results all along 
the line. 


Service of the kind that grows into a kinship of 
interests is the service that builds for success. 


To know our salesmen, to understand their in- 
dividual problems in order that we may more 
effectively help each one, is an ambition of the 
Lincoln Life Home Office force. This fine un- 
derstanding helps us to give quicker and straight- 
to-the- point response to every need of our 
co-workers in the field. 


Because the reinforcement of this helpful 
fellowship directs along the bee line to success, 
it pays to— 


(Goof uneow 





The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $190,000,000 in Force. 
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HOW SAVINGS BANK PLAN WORKS 
Company Official Gives Explanation of Method of Operation 





BY MANTON MAVERICK 
Secretary, Continental Assurance Co, 


surance which has recently come 

in vogue is to sell it in connec- 
tion with the establishment of a sav- 
ings account in some bank. The plan 
has received various names such as, 
“Insured Savings Account,” or “In- 
surance Plus Savings,” or “Protected 
Savings Account.” The plan has its 
enthusiastic advocates and also its 
critics. The former see in it a method 
by which the sale of life insurance can 
be promoted especially among that 
class of people whose present idea of 
thrift seems to be to hoard rather than 
to protect. This class is by no means 
inconsiderable, particularly among wage 
earners of small means. The critics 
of the plan seem to feel that there is 


O's: of the methods of selling in- 





something improper in the association 
of the two enterprises. The plan itself 
does not seem to be fully understood 
by many of those who are interested in 
the subject of insurance and the pur- 
pose of this article is neither to advo- 
cate nor condemn but merely to present 
a short outline of its method of opera- 
tion and results. 

The plan for its successful operation 
depends upon cooperation between a 
bank and an insurance company and 
through such cooperation it develops 
their respéctive and separate lines of 
business. There is no union of the two 
lines of business and each participant 
in the plan exercises only those func- 
tions which pertain to its own line. 
As a matter of fact, banking and in- 





surance supplement each other in that 
they both afford facilities for the exer- 
cise of thrift, the former doing so 
through the channel of its savings ac- 
counts and the latter through the chan- 
nels of protection and certainty. <A 
savings account provides for the future 
necessities of the depositor and his de- 
pendents unless the process of creation 
is prematurely terminated by disability 
or death. An insurance policy pro- 
vides for the necessities of those de- 
pendent upon the depositor after his 
death. The man who puts everything 
into insurance and nothing into savings, 
safeguards the interests of those de- 
pendent upon him after his death but 
exposes his own future to the hazard of 
want. The man who puts everything 
into savings and nothing into insur- 
ance protects his own future and that 
of his dependents, if he lives and has 
continuous earning power but on the 
other hand exposes them to the hazard 
of his disability or of his untimely 
death. Every man, therefore, should 
make a proper division of his energies 
along thrift lines between these two 
factors—insurance and savings. The 
present plan is one which enables a 
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man to combine both insurance and 
savings in proper proportion and at the 
same time it stimulates his thrift by 
cultivating systematic saving. 

The operation of the plan is exceed- 
ingly simple if it is borne in mind that 
both the bank and the insurance com- 
pany are each to fulfill their own nor- 
mal functions and not at all to engage 
in the business of the other. The in- 
surance company simply says to its 
prospect: “Take out life insurance in 
the usual way and this will give you 
protection while you are building up 
capital by means of a savings account.” 
The bank says to its depositor: “De- 
posit so much a month with us and 
take out a policy with the insurance 
company in the usual manner, making 
the usual application through the usual 
channels. Deposit this fixed amount 
each month and give us an order to 
pay your insurance premiums for you 
and the result will be that for a com- 
paratively small monthly deposit you 
will have available at the end of ten 
years $1,000 in cash as the value of 
both your savings and insurance. Mean- 
while, you will have the assurance that 
if you die before the expiration of ten 
years, your beneficiary will receive as 
the result of both your savings and in- 
surance at least $1,000; it will be that 
amount if your death occurs soon after 
Starting the account and much more 
than $1,000 if it is towards the latter 
part of the ten years. This plan, there- 
fore guarantees to you at least $1,000, 
live or die, as the result of ten years of 
saving.” 

Solicited by Licensed Agents 


The practical working out of the 
plan calls for solicitation by licensed 
insurance agents as in all other cases. 
Their work is made easier and hence 
more profitable by the fact that they 
have the cooperation of the bank and 
also the advantage of such advertising 
and publicity as it may give to the plan. 
All the usual procedure is followed in 
the taking of the insurance application, 
the examination of the applicant, the 
issue of the policy and the payment of 
commission, The applicant makes his 
own arrangement with the bank to 
make his monthly deposits’ there 
and the bank agrees from those 
deposits to pay premiums as they be- 
come due. Incidentally, it may be said 
that the limited experience available 
shows a decidedly lower lapse ratio 
than on other business, and also shows 


‘that the chief insurance sales through 


this plan are among the uninsured. 
Ordinary Forms Used 


The forms used by the insurance com- 
pany in the prosecution of this business 
are just such as are ordinarily used by 
it in the solicitation of prospects and 
the issue of policies to those applicants 
that are accepted. The outfit of the 
bank necessary to be used in this con- 
nection consists of: (1) Application of 
the prospect to the bank to establish 
a special savings account which shall 
be subject to the terms of the agree- 
ment subsequently to be made with the 
bank and which also serves as a re- 
ceipt for the initial deposit. (2) Certifi- 
cate to be issued by the bank upon the 
opening of the account after the in- 
sured has received his policy of insur- 
ance. This sets forth the agreement 
of the bank and the depositor relative 
to the account and the authority of the 
bank to pay premiums. It also con- 
tains the guaranty of the bank as to the 
amount to which the deposits will ag- 
gregate if the monthly payments are 
made as agreed. (3) A form to be 
stamped in the usual passhooks of the 
bank which recites that the account 1s 
a special savings account to be sub- 
ject to the terms of the certificate be- 
fore mentioned. 

There is no agreement or undertaking 
between the bank and the. insurance 
company beyond that the insurance 
company agrees to issue its policies of 
life insurance upon those subscribers 
to the plan who may make application 
for insurance through licensed agents 
of the company and who conform to 
its standard of insurability. The sole 


























December 8, 1921 


LIFE INSURANCE EDITION 7 





agreement of the bank with the insur- 
ance company is that it will pay from 
the saving accounts premiums on the 
policies in accordance with orders given 
by the depositors. 

It has been found advantageous in 
developing this plan to regulate the 
size of the deposits so that they shall 
amount to a desired multiple of $1,000 
at the expiration of ten years. The 
amount of the deposit necessary to ac- 
complish this end varies according to 
age and the interest rate of the bank 
The variation due to age is not marked 
as the surrender values of the policy 
are larger with the advanced ages and 
hence compensate for the smaller ac- 
cumulation in the savings account. The 
following table illustrates the results to 
be obtained by a participant in this 
plan as now in operation by arrange- 
ment between a bank and one of the 
leading insurance companies in the 
United States: 

Age o0-—ttentey Deposit $8.20—3% 


nterest. 
Value 
Balance Policy Total on Death 
End of in Cash Cash During 
Year Acct. Value Value Year 
S Vee OB sdwce $ 73.05 $1,073.05 
149.54 3.83 153.37 1.449.54 


228.37 22.00 250.37 1,228.37 
309.58 39.00 348.58 1,309.58 
393.21 57.00 450.21 1,393.21 
479.40 76.00 555.40 1,479.40 
568.14 96.00 664.14 1,568.14 
659.60 117.00 776.60 1,659.60 
753.79 138.00 891.79 1,753.79 
850.86 161.00 1,011.86 1,850.86 


Constitutes Attractive Proposition 


SCOA1D cre Conroe 


— 


It will be readily seen that this con- 
stitutes an attractive proposition to the 
man who desires to exercise his thrift 
instincts by accumulating cash and at 
the same time guarding against the 
termination of his ability to save by 
reason of premature death. The fourth 
column shows the amount he will have 
at the end of any year if he terminates 
his savings and desires to cash in on 
the whole proposition. The fifth col- 
umn shows the amount his beneficiary 
will receive if he dies before the expira- 
tion of the ten years. If at the expira- 
tion of the ten years he desires to with- 
draw his savings account and continue 
to carry his life insurance policy as a 
safeguard while he is building up an- 
other account, he is able to withdraw 
$850.86 in cash as that is the balance 
of his savings account at the end of 
the ten years. 


Merely Friendly Alliance 


It will be seen from the foregoing 
summary of the plan that in its last 
analysis it is nothing but a friendly al- 
liance between an insurance company 
and a bank for the furthering of their 
respective and separate interests. The 
insurance company does absolutely 
nothing in the matter that it would not 
do in any other case. It assumes no 
obligation different from that which it 
makes upon any contract of life insur- 
ance. It merely accepts the premium 
from the bank as the agent of the de- 
positor and credits his account. If it 
is paid the insurance continues in force 
and if it is not paid the policy lapses 
just as any other case, If the depositor 
dies while the policy is in force, the 
amount due is paid precisely as in any 
other case. On the other hand the bank 
does nothing that it would not ordin- 
arily do. It accepts deposits, pays its 
usual interest thereon and pays out 
from the account on written order of 
the depositor just the same as it does 
on any other account subject to draft. 


Apparent Results of Plan 


The plan has not yet been in opera- 
tion sufficiently long to state exact re- 
sults. As far as it has been tried out it 
seems to meet a decided want in the 
economic life of the community. It 
increases the business of a life insur- 
ance company by securing the sale of 
policies among those classes where the 
need is greatest and the sales the least. 
at the seme time minimizing the lapse 
ratio. For the banks it increases the 
number of depositors and minimizes 
the abandonment of accounts as a fixed 
goal is set and it is human nature to 
strive to reach it. 





$500 







Public Savings Insurance Co. 


TO Indianapolis, Indiana 
$2500 Operating only in Indiana 
Guaranteed 
to a Child FFERS to all agents a big opportunity 





to add to their income by writing 

ordinary life insurance on children 
from age of 1 day to 15 years. Policies are 
issued in sums of $500 up to $2,500. Here 
is a chance to open new avenues and offer 
a larger family service. There are demands 
for children’s insurance on the ordinary plan. 


FIFTEEN 











OR The Public Savi I Cc 

ublic Savings Insurance Compan 
TWENTY began business in 1910. It writes ordinary, 
YEARS intermediate and industrial insurance. It 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 

ISSUED which is on children. 
AT ANY AGE No one has to introduce this company to 
people of Indiana. It has a large and ag- 
One Day to gressive agency organization that is making 

Fourteen Years itself felt. 


For Further Particulars Write 







Carl G. Winter, President 
Charles W. Folz, Secretary 


Ordinary Insurance 
FOR CHILDREN 


Education : Business : Marriage 






Home Office: 
Indianapolis, Indiana 











A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 


The Company Will Pay 








For Natural Death - = _ $10,000.00 For Accidental Death - - - $20,000.06 -~ 

For Total and Permanent Disability, a monthly inecme te the incused of - 7 7 300.00 

For Major Surgical Operations (Maximum) - . - - - - o 200.00 

For Loss of Right Arm above Elbow or Loss of Either ions above the Knee 7 - 5,000.00 

For Lose of Right Arm below Elbow or Left Arm above bow - - . - 3,000.00 

For Loss of Either below the Knee - - - 7 - - - - 2,500.00 

For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye - - - 2,000.00 

NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 

BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec'y and Supt. of Agencies 














a 
George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


ERNEST C. MILAIR, Vice President and Secretary 
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Writing Substandard Business 


Many life companies are now getting 
into the sub-standard field in a greater or 
less degree. There has been much prog- 
ress made in this direction during the 
last few years. Almost all companies are 
writing under-average cases on a higher 
form of policy than would be given a 
normal applicant. An applicant may seek 
an ordinary life policy and the company 
will give him a 20-year endowment, for 
example. Even the companies that do 
not pretend to write sub-standard busi- 
ness at all are doing this much. 

Other companies are recognizing the 
occupational hazard and are rating up 
cases that come from the more dangerous 
groups. Still others are rating up cases 
that do not conform to the normal in 
weight or height. A recent census was 
taken, for example, of the members of 
the AMERICAN Lire CONVENTION to ascer- 
tain how many companies in the member- 
ship are writing sub-standard business in 
some form or another. As we recall it, 
there are 129 companies that are members. 
Out of this number, 52 are taking sub- 
standard risks in some form. 

Many companies that will take risks 
from dangerous occupational groups do 
not essay the task of accepting risks that 
are physically impaired. Here comes the 
rub. Many company officials do not feel 
that they are on secure ground when 
dealing with sub-standard risks. There 
are a few companies that undoubtedly 
have sufficient experience to guide them 
along sub-standard lines, notably the 
New York Lire. The New York Lire, 
from time to time, through its medical 


and actuarial departments, has given 


some very valuable information to the 
fraternity at large. 

A company entering the sub-standard 
field must be equipped at its home office 
to handle the offerings intelligently. The 
same brand of selection must be in evi- 
dence as is found in the acceptance of 
standard risks. 

Undoubtedly, the big development in 
life insurance in the future will be along 
sub-standard lines. The companies will 
work out plans whereby almost anyone 
can get insurance at some rate. 

Undoubtedly, there has been consider- 
able pressure from the producing forces 
to get companies into the sub-standard 
field. Agents of companies that do not 
write under-average business have been 
brokering it with other companies that 
do. Some companies arrange to reinsure 
or coinsure sub-standard business in order 
to accommodate their agents. 

While there are many problems to be 
would seem that the business has now 
worked out along sub-standard lines it 
been sufficiently standardized to enable 
almost any company to undertake it. 
The companies that are entering this 
interesting field are for the most part 
adopting a conservative course. They 
are feeling their way. Many companies 
feel that they can render a larger service 
to mankind by adopting a more liberal 
policy and yet they want to feel that they 
are sufficiently safeguarded. The grave 
question before the companies is whether 
the subtle and insidious physical impair- 
ments can be averaged, so that the com- 
panies can guard themselves against ex- 
cess mortality. 


Insurance Commissioners Carrying On 


THE position of insurance commissioner 
seems to develop a man for official work 
with insurance companies when his time 
expires. Most insurance commissioners 
that have gone into office without insur- 
ance experience have drifted into life in- 
surance. The meetings of the INSURANCE 
CoMMISSIONERS’ CONVENTION bring to the 
“auld sod” men who formerly belonged to 
the organization. If a census were taken 
it would show that most of them have be- 
come life insurance officials. The latest 
entrance into the life insurance field is 
A. L. Harty, who recently retired as in- 
surance commissioner of Missouri and 
now becomes treasurer of the INTERNA- 
TIONAL Lire of St.’ Louis. 

But few commissioners have gotten into 
fire insurance. Those that have tried it 
have never gotten very far. Fire insur- 


ance requires more training of a tech- 
nical nature to be a successful official. 
Some men have gotten into the casualty 


field and have made good. Jesse S. Pun- 
Lips, who recently resigned as insurance 
superintendent of New York, becomes 
general manager of the NATIONAL BurREAU 
or Casuatty & Surety UNDERWRITERS. 
Frank H. Ettswortn, of Michigan, who 
resigned some months ago, is vice-presi- 
dent of the Derrorr Fmerity & Surety. 
In the same city of Detroit, Ermer H. 
DeartH, who was formerly commissioner 
in Minnesota, is president of the GENERAL 
Casuatty & Surety. 

In Iowa, Emory H. Encuisu, formerly 
commissioner, is now president of the 
Iowa Bonptnc & Casuatty. The late 
Joun L. BLeaxty, who was Iowa com- 
missioner, served as president of the Iowa 
NATIONAL Fire up to the time of his 
death. Mr. BLeaAKty, however, did not 
assume any underwriting duties, but 
looked after the general management of 
the company. The ex-commissioners 
generally are “making good.” 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











The second volume in “Harper’s Life 
Insurance Library,” a book entitled 
“The House of Protection” by Griffin 
M. Lovelace, director of the school of 
life insurance salesmanship at Carnegie 
Institute, has just come from the press 
or Harper & Brothers. This is a com- 
prehensive and interesting story of the 
life income form of settlement, told by 
a man who is in a position to give a 
valuable selling talk. It is a book that 
will be of material aid to the man in the 
field, but it is equally a story for the 
insuring public. The agent can use it 
for himself to build selling ideas and 
can then use it to advantage with pros- 
pects, both to emphasize life income in- 
surance and to present the matter of 
life insurance itself. Beginning with an 
analysis of the dangers of lump sum 
settlement, comparing this with the 
building of a house on the sands, Mr. 
Lovelace develops with simplicity and 
precision the need and value of perma- 
nent life income for the beneficiary. 
Following upon | Dr. John A. Steven- 
son’s volume, “Meeting Objections,” 
‘this is indicative of the value of the 
Harper’s Life Insurance Library, five 
other volumes of which are now in 
preparation. 

The engagement is announced of How- 
ard J. Burridge of Chicago, associate 
editor of THE NATIONAL UNDERWRITER, 
and Miss Janet McFarland, also of Chi- 
cago. Miss McFarland has completed 
three years’ service as librarian of the In- 
surance Library of the Fire Underwriters 
Association of the Northwest and the In- 
surance Club of Chicago, lecated in the 
Insurance Exchange at Chicago. Miss 
McFarland has done remarkabie work 
with the Insurance Library. She has in- 
itiated many improvements. It has _ be- 
come a library of great service to those 
that seek information along insurance 
lines. Miss McFarland has been most 
helpful in connection with her regular 
library duties and has shown an intelli- 
gence in handling the various insurance 
subjects that has appealed to patrons of 
the library. Aside from her professional 
work, Miss McFarland is a young woman 
of splendid attainments and genuine 
personal charms. In her relationships 
with the underwriters she has made many 
fast friends who are deeply interested 
in her welfare. 

Mr. Burridge is today one of the fore- 
most insurance newspaper men of the 
country. He has practically grown up 
with THe NationAL UNDERWRITER. He 
has endeared himself to his associates by 
his keen interest in them and his desire to 
assist in every possible way. Mr. Bur- 
ridge possesses ability along unusual lines. 
He touches life at many points. He has 
covered some of the largest conventions 
in the country, has written along special- 
ized lines and is regarded today as one 
of the most aggressive news-getters in 
the field. He has developed rapidly, has 
acquired a wide fund of knowledge and, 
possessing a distinct and vigorous per- 
sonality, he has been able to interest those 
on whom he called in his professional 
work. Howard Burridge always leaves a 
fine impression wherever he goes. 


H. C. Walburn of West Virginia has 
completed his qualification for the Mil- 
lion Dollar Club of the Bankers Life of 
Des Moines for 1921. Total production 
of issued and paid-for business up to 
Dec. 1 was $1,015,500. This makes Mr. 
Walburn’s second sucessive year in the 
million dollar class. Fred Thorberg 
and T. C. Meyer, both of Wisconsin, 
are both within striking distance of 
Million Dollar Club honors for the 
year. The home office records show 
Mr. Thorberg with $844,500 issued and 
paid-for business to Dec. 1, and Mr. 
Meyer with a total of $836,875 on the 
same basis. N. C. Tullos of San An- 
tonio shows up as fourth honor man 
on the issued and paid-for basis for 
the year to December 1. Mr. Tullos 





has a total of $702,000. R. H. Martin 
of Quincy, Ill, and C. A. Cohen and 
L. Cohn, both of San Francisco, are all 
three above the $500,000 mark on is- 
sued and paid-for business for the year 
with totals as follows: Martin $632,500, 
Cohn $530,750 and L. Cohn $503,282. 
The DeForest Bowman agency of 
‘Chicago leads the agencies of the Bank- 
ers Life on examined business for No- 
vember with a total of $678,000. 


Recognition of the service rendered 
by John E. Keene, of Keene & Hoag- 
land, managers for the Aetna Life at 
Peoria, Ill., was given by the officers of 
the $100,000 Club of the western gen- 
eral agency at its annual meeting. It 
was decided to make November a “John 
E. Keene Month” for new business 
written, and the result was $500,000 in 
new business for November. Mr. 
Keene, who has been with the agency 
for 37 years, was founder of the club 
and this tribute of esteem was an ex- 
pression of appreciation for his gen- 
erous and kindly service in that agency. 


The Missouri State Life is featuring 
“American Education Week,” Dec. 4- 
10. President Harding issued a procla- 
mation setting apart this week as one 
in which citizens are urged to assist the 
general effort to make possible the bet- 
ter education of children. The Missouri 
State Life, therefore, has urged its 
agents to urge their clients to make 
provision through life insurance for the 
education of their children. The edu- 
cational endowment policy of the Mis- 
souri State Life is being used to this 
end, 

O. A. Piggott, manager of the life 
department of Critchell, Miller, Whit- 
ney & Barbour, general agent for the 
life department of the Travelers at Chi- 
cago, has entered the “millionaire” class 
by writing a $1,000,000 application for a 
prominent Chicago business man, all 
of the insurance being placed in non- 
participating companies. A similar re- 
quest made by H. W. Gossard, Chicago 
corset manufacturer, when he was 
written recently for a like amount, 
seems to testify the popularity of the 
“non-par” companies among the big 
buyers of life insurance. 


President John L. Shuff of the Na- 
tional Association of Life Underwriters 
is doing some quick work this week. 
Wednesday at noon he spoke before 
the Rochester Association of Life Un- 
derwriters and in the evening to the 
Syracuse Association. Thursday morn- 
ing in New York City he is appearing 
before the Life Insurance Presidents 
Association and Friday before the Life 
Underwriters Association of New York 
City. After these three strenuous days 
he will return to Cincinnati. His 
agency has produced during the month 
of November $900,000 in applications. 


Agency Supervisor Joseph M. Fouts, 
of the State Life of Des Moines, has re- 
signed as of Jan. 1. Mr. Fouts’ services 
with the company have been highly 
satisfactory, according to President A. 
C. Tucker. Mr. Fouts dislikes the 
amount of traveling that the position 
requires. He will endeavor to make a 
connection that will give him more office 
work. 


Lincoln National Life agents in Texas 

lanned a surprise remembrance for O. 
D. Douglas, Texas state manager, and 
on his birthday two weeks ago turned in 
more than $250,000 of business. They 
used the novel plan of sending in a paper 
link with each application, and when 
all the links were joined together there 
was quite an imposing chain strung 
across the San Antonio office. 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—o- 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 
surance in force. 

-f}- 
The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 


“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 











Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, II. 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE -« President 


Beaumont, Texas 











Rates 1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
enti and pyc waiver with $10.00 monthly income disability. 

Ordi | eer .. $21.02 Endowment Age 50....... $44.82 

20 bey TREE" 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 
Coupon Bond.........-.. 35.71 
Endowment Age 85....... 22.37 
District Manager wanted for Cincinnati and surrounding territory. 

THE GEM CITY LIFE INS. CO., Dayton, Ohio 











A Wider Field 
An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Education 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 cope our Agents considerably. We issue 
Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 
travel accident only, as may be desired. 


We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 
































NEWS OF LOCAL ASSOCIATIONS 

















NEW OFFICERS AT CLEVELAND 


W. H. Brown Heads Local Association 
There—Barney Pearson of Texas 
Is Speaker 


Walter H. Brown, manager of the or- 
dinary department of the Prudential. 
was elected president of the Cleveland 
Life ‘Underwriters’ Association at its 
annual meeting. Other officers elected 
were: First vice-president, John H. 
Byrne special agent, Penn Mutual; 
second vice-president, J. W. Chapman, 
of Chapman, Jackson & Co., general 
agents, Aetna; treasurer, Ralph B. Hun- 
ter, special agent, Equitable Life of 
New York. 

New members on the executive com- 
mittee are: M. J. Reigert, Metropolitan: 
Harold Pearce, Guardian Life; Charles 
C. Dibble, Northwestern Mutual, and 
R. C. Allen, Phoenix Mutual. James H. 
Rutherford, who recently succeeded 
George L. Hunt as manager of the lo- 
cal agency of the Phoenix Mutual, was 
elected to membership. 

Retiring president Raymond A. Ferris 
reported that many letters had been 
received from the home offices of life 
companies replying to the resolutions 
adopted by the Cleveland association 
disapproving the combining of life in- 
surance with savings accounts. He said 
that practically all of the letters sup- 
ported the resolutions and commended 
the Cleveland association for the stand 
it had taken. 

Announcement was made by Clinton F. 
Criswell, executive secretary of the as- 
sociation, that while the matter of call- 
ing another Northern Ohio Sales Con- 
gress had not been officially decided by 
the executive committee, considerable 
preparation has been made in anticipa- 
tion of the event which, if pulled off, 
will probably draw an attendance nearly 
as large as the National Convention. 

Barney Pearson then made a short ad- 
dress, using as his subject, “America’s 
Greatest Need.” By use of charts he 
traced the development of the funda- 
mentals of success in human service, and 
pronounced America’s greatest need to 
be educating the great mass of people 
to become investors. 

“Such a man,” said Mr. Pearson, “is an 
optimist. His daily efforts are intensi- 
fied by his vision of a little home of his 
own and comfort in his declining years. 
The trouble with most of us is that we 


approach our work in an attitude of| 


more or less depressing compulsion, simi- 
lar to that the small boy feels when his 
mother sends him back of the house to 
hoe the garden. We should offer our 
services to humanity with the same 
eagerness that the same small boy shows 
when he goes to the swimming hole. It 
makes all the difference jn the world 
whether we go or are sent.” 

Mr. Pearson said he believed that too 
much emphasis had been given to selling 
the idea of protection, and that the time 
is approaching when business will come 
more easily to the agent who holds out 
the idea of saving, first; and then adds 
insurance to protect thrift. 

* * * 
* Chicago—Darby A. Day, Chicago man- 
ager for the Mutual Life of New York 


and president of the Chicago Association | 


of Life Underwriters, is now making 


plans to follow up the success achieved |, 


at the November meeting of the asso- 
ciation. At the last meeting there were 
500 underwriters from the Chicago dis- 
trict present at the noon-day session. 
The December meeting will probably be 
held Dec. 20 and at this meeting it is 
planned to have the membership of the 
association reach the 1,000 mark, Each 


‘life underwriter is being circularized on 


the subject of the association. Each 
member is being circularized and urged 
to bring at least one additional mem- 
ber. The offices are all combining in an 
effort to attain this goal, The week im- 
mediately preceding the December meet 
ing will be the campaign week and spe- 
cial efforts will be made by every Chi- 
cago underwriter to turn in the applica- 
tion, so that on Dec. 20 announcement 
can be made of the 1,000 membership. 
Mr. Day is a man of energy and has 
never failed to attain what he set as a 








goal. He promised the Chicago Asso- 
ciation that 500 would be present at the 
November luncheon and the 500 were 
there. The 1,000 mark will undoubtedly 
be reached, if Mr. Day has set his mind 
upon it, and the December meeting wil] 
probably be one of the greatest gather- 
ings in life insurance history. 
* * 


New York—In addition to John L, 
Shuff, president of the National Associa- 
tion of Life Insurance Agents, who is to 
address members of the New York As- 
sociation at their monthly meeting Fri- 
day, L, A. Cerf, manager in Greater New 
York for the Mutual Benefit Life, will 
speak upon the “Training of Life Insur- 
ance Salesmen.” This subject is of par- 
amount interest to every life insurance 
man, for “the time has come in the field 
of life insurance salesmanship when 
thinking men realize that they must 
equip themselves to render a larger and 
larger measure of professional service 
to their clients.” Of broad experience in 
the field and as head of one of the most 
prosperous general agencies in the 
United States, Mr. Cerf is peculiarly 
qualified to give advice upon the training 
of salesmen and his address cannot fail 
to be valuable as well as’ interesting. 
President Shuff, too, is an _ inspiring 
talker and has a record of accomplish- 
ing big things. The association gather- 
ing on Friday evening should and doubt- 
less will be largely attended. 

» 6 @ 

Des Moines, Ia.—The Iowa Association 
is even more than ordinarily active this 
winter, The meetings are well attended 
and the interest in the organization and 
the program was never so keen. At the 
December meeting Saturday night Darby 
Day, Chicago manager for the Mutual 
Life of New York, talked on “The Man 
in Us.” 

The association has named a commit- 
tee to make arrangements for the in- 
stallation of a chair in the teaching of 
life insurance in either Drake University 
or Des Moines University, This commit- 
tee is composed of Henry S. Nollen. presi- 
dent of the Equitable Life of Iowa, chair- 
man; Dr. T. C. Denny, secretary of the 
Central Life; James H. Jamison, presi- 
dent of the Western Life; George Kuhns, 
president of the Bankers Life, and Sid- 
ney A. Foster, secretary of the Royal 
Union. These are among the big insur- 
ance men of Des Moines and they report 
that they have the work well in hand. 
The idea is to be patterned after the 
Carnegie Tech, but with Des Moines one 
of the big life insurance centers of the 
country, the life men feel that a school 
here would offer the very best in the 
way of inducements and facilities. 

* * * 

Detroit, Mich—The Detroit Associa- 
tion has elected officers as follows: Presi- 
dent, J. Fred Lawton, Connecticut Mu- 
tual Life; first vice-president, Milton L. 
Woodward, Northwestern Mutual Life; 
second vice-president, Norton Ives, Mu- 
tual Benefit Life; secretary, F. W. 
Weston, Illinois Life; treasurer, Will A. 
Waite, Phoenix Mutual Life; executive 
committee, Nathaniel Reese, Provident 
Life & Trust; Robert M. Ryan, Equita- 
ble Life of New York, and John C, John- 
son, Equitable Life of Iowa. : 

Dr. W. G. Hutchinson, third vice-presi- 
dent and medical director of the Michi- 
gan Mutual Life, was the principal 
speaker and he gave an exposition of 
the difficulty a medical examiner has in 
making an insurance agent believe that 
he is impartial in his judgments. : 

Nathaniel Reese, who retired as presi- 
dent, says that the association is in ex- 
excellent shape, that the treasurer has 
a good balance, that the membership }5 
healthy and willing to be increased. 

“With the business prospects such 4s 
they are, we are able to look forward 
for a good year in 1922,” he said. “I he 
year now closing has not been as bad 
as might have been expected and while 
it is difficult to point to specifity exhibits 
as proving the future, it is possible to 
sense a condition of general betterment. 

* * *& 

Chattanooga, Tenn—At the regular 
monthly meeting of the Chattanooga AS- 
sociation Friday J. W. Bishop, chairman 
of the nominating committee, announced 


that that committee had decided to re 
nominate the present officers. His m0- 
tion was promptly seconded and unani- 
‘mously carried. a 
J. E. Smartt, who has served most e!- 
ciently as president during the past te 
stated that he did not feel that he cou 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who want every possible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campajgn for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 








Public 
Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 








ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 


a 





























BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets : : : 





Fortescue, Mo. 
Aug. 22, 1921. 


Bankers Life Insurance Company, 
Lincoln, Nebr. 


Gentlemen:— Your representative, Mr. C. W. Anibal has today 
handed me your draft for $3,528.72 in settlement of my Twenty Year 
Policy for $3,000.00. I have realized a handsome profit beside the 
twenty years of protection. I can heartily recommend Bankers Life 


to anyone for protection and investment. 


Yours respectfully, 
Isaac M. Minton. 





If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 


$19,700,000.00 


TWENTY PAYMENT LIFE POLICY 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


Dea OF RAGGOE. coco cccscccceneses Isaac M. Minton 

IIR. 0s. one ci dus dadnenmeseusade Fortescue, Mo. 

Ramee CF GG so oc cccccccacccccsssccccece $3,000.00 

Total premiums paid................se0e00: $2,712.00 
SETTLEMENT 

Total cash paid Mr. Minton................ $3,528.72 


And 20 years insurance for nothing. 
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HERE are two kinds of resources that 
should interest a life man when he is con- 
sidering a connection: the company’s 

resources for securing business and the finan- 
cial resources back of the policies it issues. 


On both counts the Amicable ranks high. 


It is on intimate terms with its territory which 
is one of the most productive in the country. 
Its thorough understanding of agricultural, 
commercial and industrial conditions in all 
parts of Texas is the basis of an unusually effec- 
tive co-operation with which it backs its agents 
- a a highly satisfactory volume of 
usiness. 


And the resources with which it guarantees its 
contracts are readily seen to be more than 
sufficient. In addition to vhe four million of 
reserve required by law for the insurance on its 
books, it has accumulated a surplus of more 
than a million and a half dollars. This extra 
margin of safety gives agents a comfortable feel- 
ing of security in the knowledge that the vitally 
important commodity they sell will never fail 
to serve its appointed purpose. 
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serve another term. He was finally pre- 
vailed upon not to relinquish his place 
until the January meeting, giving the 
nominating committee a further oppor- 
tunity to select a suitable man to head 
the association for 1922, 

E. E. Brown, at the request of the 
president, read a communication from 
the Cleveland Association, which has al- 
ready been given widespread publicity, 
seeking to enlist the sympathy of other 
associations in its stand against the 
writing of life insurance in connection 
with savings banks, Mr. Smartt stated 
frankly that he was not opposed to such 
a scheme. A motion was carried to defer 
action on the communication of the 
Cleveland association until the January 
meeting, thereby giving members of the 
association an opportunity to look into 
the question more carefully. 

More than an hour’s time was given to 
discussion of a resolution passed in 
August, 1920, having to do with the em- 
ployment of part-time agents in Chat- 
tanooga. Some of the members thought 
the language of the resolution, which 
excludes fire insurance agents who pro- 
duce less than $60,000 life insurance an- 
nually, was entirely too drastic. A. S. 
Caldwell of the Provident Life & Trust, 
and J. W. Bishop, manager of the home 
office agency of the Volunteer State, were 
outspoken in support of the resolution 
as originally drafted, 

E. H. Rolston of the New England Mu- 
tual and E. E, Brown of the Penn Mutual 
said the sentiment of the _ resolution 
might be all right, but it was impracti- 
cal, because fire agents could get con- 
tracts with general agencies in other 
towns and also with agencies in Chat- 
tanooga, who are not members of the 
association. William Thornton of the 
Volunteer State also supported this view, 
reciting the experience of the Jackson, 
Miss., association in this connection. 

x* * * 


Clarinda, Ia.—The }hocal association re- 
cently organized by Clarinda life insur- 
ance men put on an intensive program 
last week at the meeting of the Clarinda 
Community Club. E. G. Day presided at 
the meeting. The first speaker was F. T. 
Nye, on “What Life Insurance Does.” 
A question box on life insurance sub- 
jects was a feature, the questions sub- 
mitted being answered by members of 
the association. The program closed 
with a sales demonstration, Roscoe Ap- 
plegate, district agent of the Northwest- 
ern Mutual Life, answering all the argu- 
ments against life insurance which were 
submitted by E. H. Mack of the Bankers 
Life of Nebraska, and finally “closing” 
him for a $10,000 contract. 

* * * 


Muskogee, Okla.—Life insurance agents 
of Muskogee have organized a local as- 
‘sociation for mutual benefit and will 
hold regular meetings for interchange 
of ideas and plans for the general wel- 
fare of insurance matters, Jack Horns 
was elected president, R. G. Emmert, 
vice-president, and Lon Payne, secretary. 
The association will affiliate with state 
and national organizations of a similar 
kind, 

* * * 

Louisville, Ky.—Harvey White has 
been elected president of the Louisville 
Association to succeed George Johnson, 


resigned. 
. s 7 

Ft. Dodge, Ia.—The Ft. Dodge associa- 
tion took a night off and on annual 
ladies night presented the “Follies of 
1921.” The association now has 48 
members. J. J. Laty of Lehigh and C. F. 
Brower of Rockwell City were present 
at the meeting. ‘ 

Oklahoma City, Okla—Nearly all of 
the ministers of Oklahoma City at- 
tended a luncheon of the Oklahoma As- 
sociation Saturday, at which James J. 
Parks of St. Louis, secretary of the 
Missouri State Life, spoke, 

“You ministers are. engaged chiefly in 

building up the spiritual life of men, 
and the life underwriters are busy 
chiefly in an effort to see that the phys- 
ical needs of families are cared for after 
the bread-winner has died. Soon the 
‘ministers are going to see that there 
ean be no spiritual life unless there is 
physical life, as true as the statement 
that ‘man shall not live by bread alone’ 
may be. When the ministers fully 
realize that fact they will pave the way 
for the life underwriter,” Mr. Parks 
said, 
The meeting marked the beginning of 
the administration of Marmaduke Cor- 
byn, general agent for the Central 
States Life, as president of the associa- 
tion. 


























LIFE. AGENCY CHANGES 1 








W. A. Carter 


W. A. Carter, cashier of the office 
has been made resident manager of 
the Penn Mutual at Salt Lake City to 
succeed Will J. Farrell, who has gone 
to California. 





West Coast Life Appointments 


John J. Lennon has been appointed 
district manager for the West Coast 
Life at Eureka, Cal. Ray E. Hall has 
been named district manager for the 
territory about Stockton, Cal., for the 
same company. Both are experienced 
life underwriters. 















W. W. Shook & Co. 


Walter W. Shook of Terre Haute. 
Ind., has admitted as partner L. H. 
Vaughan, formerly superintendent of 
agencies of the Columbia Life of Cin- 
cinnati, the new firm being W. W. 
Shook & Co. They have taken the 
general agency of the Columbia for a 
territory with Terre Haute as the center. 








B. B. Brown 


_ The Western Life of Des Moines has 
Just completed and enlarged its new 
offices in Cedar Rapids at 331-332-333 
Cedar Rapids Savings Bank Building, 
Cedar Rapids, Ia. B. Brown has 
been appointed district supervisor at 
Cedar Rapids. Mr. Brown was formerly 
local agent at North English, Ia., for 
the company. 

























































Life Agency Notes 


Arthur W. Lambert, Jr., Scott Gardner 
and E. C. Swain have been appointed 
special agents in St. Louis of the Equi- 
table Life of New York under W. Ashley 
Gray, directing manager. 


Edward H. Dean has left the Indianap- 
olis branch office of the Travelers to join 
the Wills-Williams Company, general 
agents of the Pacific Mutual Life for 
Indiana and Kentucky. 


A. L. Goddard, a graduate of the engi- 
neering department of the University of 
Wisconsin, class of 1896, has joined the 
sales force of the Wisconsin general 
qgeney of the Central Life, at Madison, 





_ Joseph H. Gray, general agent of the 
New England Mutual Life in San Fran- 
cisco, announces that he will not appoint 
a successor to Charles H. Breck as dis- 
trict manager at Fresno, Cal, until after 
the first of the year. 

Announcement is made of the appoint- 
ment of J. T. Greenwood as district man- 
ager for a territory comprising several 
counties of western Wisconsin with 
headquarters at La Crosse Wis., for the 
New England Mutual Life, under the 
jurisdiction of A. L. Saltzstein, Milwau- 
kee, manager for the company in Wis- 
consin and northern Michigan. 
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Bankers Life, Des Moines—It reports 
that its total examined business for No- 
vember was $10,575,950. This is a gain 
over October, 1921, and is greater than 
the production of November, 1920, by 
more than $1,200,000. The total of ex- 
amined business for the year to Nov. 1 
is practically $121,000,000. The company 
now adds another month to the unbroken 
chain of months this year in which each 
one has shown a substantial gain over 
the preceding month. November of this 
year, with its $10,575,000, is a month of 
bigger business production than any of 
the months of last year, with two ex- 
ceptions. May and June of 1920 were the 
only months showing a greater produc- 
tion than November of 1921. 

a _ 

Bankers Mutual Life, Freeport, Ill. 
Secretary J, C. Peasley states that the 
company will write as much business in 
1921 as it did in 1920. It expects to 
increase its production about 50 percent 
next year. 








Will Issue Life Edition 

The “Underwriters Report” of San 
Francisco announces the publication of 
a life insurance edition after Jan. 1. 
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HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Compan 
LOUISVILLE, KENTUC 











MUNCIE, 


The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, G al C 





INDIANA 








O. W. JOHNSON, President 


INSURANCE IN FORCE . 
Assets pe e 


afhS ation will do well to communicate with us. 
HOME OFFICE 
Corner Woodward and Forest Avenues 


DETROIT, MICH. 
M. E. O'BRIEN, President 


SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


; , : , $37,000,000 
. 4,074,586 


Payments to Policyholders since Organization ‘ ‘ . 3,453,460 


Openings for General Agents and Managers in Fifteen States 
Address S. W. GOSS, Vice-President and Manager of Agencies 





That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 
each month during 1921. We are very proud of this showing. It is evidence of progressive co-operative effort. 


The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 
high-class representatives in some Michigan communities. Any life insurance man or woman anxious to make a new 


DOWN-TOWN OFFICE 
No. 1005 Majestic Building 
DETROIT, MICH. 
JAMES D. BATY, Secretary and Treasurer 














NEWS OF LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literatures, Rate 
. ete. —s the “Unique Manual- 
.”” publi annually in May at $3.50 and the 
“Little Gem,” published annually in May at $2.00 
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RESUMES PRE-WAR DIVIDENDS 











New Scale Announced by Mutual Life 
of New York Is Even Better Than 
That for 1917 





The Mutual Life of New York has 
announced the resumption of its pre- 
war dividend scale, the 1922 annual divi- 
dends being even better than those in 
1917. .The new schedule shows an in- 
crease of 8 or 9 percent over last year’s 
dividends and the interest factor is in- 
creased to 4.4 percent. The dividends, 
when taken as increased insurance, are 
not as yet ready for publication, nor is 
the complete cash dividend schedule 
finished. Specimen cash dividends per 
$1000 for five year intervals and for 
policies 1, 5, 10, 14 and 15 years of age 
are as follows: 


Ordinary Life 
End of 
Policy ~-———Age at Issue—————,, 
5 30 35 40 45 50 





Year 2 
BD aeses $3.83 $4.34 $5.01 $5.88 $7.04 $8.63 
BS ecces 4.44 5.08 5.90 6.97 8.37 10.24 
BO ccccse 5.30 6.11 7.14 8.46 10.14 12.33 
De eense 6.07 7.02 8.23 9.74 11.61 14.00 
BS saeee 6.27 7.26 8.51 10.07 11.99 14.42 
20 Pay. Life 
DB skeen 4.94 5.45 6.11 6.93 8.01 9.46 
S seeks 6.13 6.77 7.57 8.57 9.84 11.51 
 séees 7.83 8.65 9.66 10.88 12.38 14.27 
Be seven 9.40 10.38 11.56 12.96 14.63 16.68 
SD eesee 9.83 10.85 12.07 13.52 15.23 17.32 
15 Pay. Life 
DS dweece 5.64 6.21 6.92 7.81 8.94 10.43 
S wseeee 7.19 7.92 8.81 9.90 11.26 12.98 
BD ccece 9.34 10.38 11.52 12.89 14.54 16.55 
De ences 11.51 12.66 14.03 15.64 17.53 19.80 
BB coves 12.07 13.28 14.71 16.38 18.35 20.70 
10 Pay. Life t 
BS scoue 7.08 7.77 8.60 9.64 10.92 12.56 
B ecees 9.37 10.28 11.36 12.68 14.27 16.24 
a. Keeee 12.71 13.92 15.37 17.09 19.13 21.57 
14¢ .... 6.20 6.80 7.48 8.23 9.01 9.81 
15f .... 6.31 6.93 7.63 8.38 9.17 9.97 
20 Year Endowment 
D sacce 6.06 6.45 6.95 7.62 8.53 9.83 
BS cesce 8.26 8.66 9.19 9.98 10.85 12.22 
OF. acces 11.46 11.88 12.42 13.14 14.12 15.52 
14* ....15.80 16.06 16.43 16.98 17.75 18.94 
15* ....16.62 16.88 17.25 17.80 18.57 19.75 
15 Year Endowment 
R cases 7.46 7.87 8.39 9.07 9.97 11.22 
S ceses 10.66 11.08 11.61 12.31 13.24 14.52 
Be eseve 15.35 15.78 16.32 17.03 17.97 19.25 
14® ....21.93 22.18 22.51 22.98 23.67 24.71 
15° ....23.14 23.39 23.73 24.21 24.92 25.99 
10 Year Endowment 
S ecesee 10.34 10.80 11.37 12.09 13.04 14.31 
BS sees 15.59 16.06 16.64 17.37 18.33 19.61 
BO cecce 23.30 23.79 24.39 25.15 26.15 27.48 
TPaid up. 


*1907 premium rate. 


George Washington Life 


The George Washington Life of 
Charleston, W. Va., has gotten out a new 
total and permanent disability rider. 
The benefits of the income payments 
start on the first day of the calendar 
month following the receipt of due proof 
of total and permanent disability, in- 
stead of thirteen months thereafter as 
heretofore. The loss of the use of both 
hands or both feet or of one hand and 
one foot shall constitute total and perma- 
ment disability instead of requirement 
that severance shall have taken place at 
or about the wrist or ankle as hereto- 








Our Policies Provide for 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 


| SEE THE NEW LOW RATES 66 BROADWAY 
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fore. The premium rates remain the 
same. 


Connecticut Mutual 


Although formal adoption by the Con- 
necticut Mutual’s board of directors of a 
dividend scale for 1922 is not to be taken 
pefore January the matter has been care- 
fully considered. It is the board’s opin- 
ion that it would be unwise for the com- 
pany to increase its present scale for the 
coming year. 

President Robinson says: “We there- 
fore contemplate the continuance, for 
1922, of the 1921 dividend scale. We real- 
ize the desirability of furnishing insur- 
ance at as low a net cost as it can be 
reasonably and consistently furnished. 
The economic situation, however, in this 
country and in the world at large is cer- 
tainly still far from normal; and although 
general business conditions have doubt- 
less improved materially, and we confi- 
dently believe will steadily continue to 
improve, we feel that the present is dis- 
tinctly a time for conservative action in 
connection with any dividend disburse- 
ment.” 





Maryland Assurance 


The Maryland Assurance of Baltimore 
has announced a new “Family Fifty” 
whole life policy, the face of the policy 
being scaled to meet a $50 premium. The 
Maryland is making an especial appeal 
to the family protection instinct and has 
based the policy on $1.00 a week for the 
members of the family. The annual pre- 
mium in each case is $50.00, from ages 
20 to 55, different amounts of life insur- 
ance being provided at the various ages. 
The schedule of amounts provided at the 
various ages is as follows: 


Amount of Amount of 


whole life whole life 
Age insurance Age insurance 
OD esseses ,392 er $2,097 
De esenues 3,322 BP eeseues 2,028 
BB esccces 3,249 GO wesscce 1,960 
ae excaawe 3.177 — 1,891 
at: wenawee 3,104 OF sesaves 1,825 
e: wasan a 3,034 CF wexssaes 1,757 
eee 2,960 GE cucecee 1,692 
a .eqaenes 2,887 —e 1,627 
2,815 — 1,559 
a” eseeses 2,743 Oe cvescos 1,493 
BD coccces 2,669 err 1,428 
ee 2,596 GD cececee 1,365 
ae weketee 2,525 oe svsesse 1,302 
ee 2,453 eer 1,241 
ae 2,381 TE waesece 1,182 
aaa 2,309 oe ahececn 1,125 
ae 2,238 De ssenes- 1,069 
 seaeuun 2,168 GE Peccece 1,016 





Mutual Trust Life 


The Mutual Trust Life announces that 
after Dec, 31 next, the disability in- 
come feature will be issued only on the 
basis of $10 and $1,000 per month. 





Bankers Mutual Life 


The Bankers Mutual Life of Freeport, 
Il., has increased its limit to $10,000. 
It has just issued a “trust fund policy.” 
The plan of the policy provides that a 
sufficient premium in addition to the or- 
dinary life premium be paid each year 
so that in 20 years the interest on the 
extra fund will pay the premiums there- 
after. The trust fund is under control 
of the assured at all times. It may be 
withdrawn, applied to the payment of 
Premiums and in case of death of the 
assured, it is added to the face of the 
policy. The company guarantees inter- 
est accumulation at 4 percent. 


Columbia of Cincinnati 


_ The Columbia Life of Cincinnati is get- 

ting out an entirely new line of policies 
with reduced premium rates on nonpar- 
ticipating and has introduced a new divi- 
dend scale for participating which will 
show a considerably reduced net cost on 
participating policies. 





Federal Life 


The Federal Life of Chicago has put 
cut a new endowment at age 85, non- 
participating, and also a new cost policy 
issued only to first-class rjsks with min- 
imum amount on any one life of $5,000 
and a maximum of $15,000. The premium 
rate on the latter at age 35 on the or- 
dinary life plan is $99.55. 





St. Louis Mutual 


_ The St. Louis Mutual Life has issued 
its 1922 dividend scale, which is an in- 
crease over the present schedule. From 
loading the dividend is 10 percent of the 
ordinary life gross premium; from mor- 
tality 10 percent of the normal cost, and 
from interest on reserves the difference 
between 5 percent and the table rate. 
On attained older ages a slight reduction 





in the percent of normal cost is made. 
Other plans are to be the same, except 
the first item is to be 5 percent of the 
premium and 5 percent of the ordinary 
life premium. 





Michigan Mutual Life 

The Michigan Mutual Life has issued 
a bulletin with reference to the accept- 
ance of insurance on female lives. The 
company announces that it will issue 20- 
payment life or higher premium rate 
policy on married and unmarried fe- 
males between the ages of 18 and 50. 
Its limit will be $5,000. 


The annual meeting of the Wisconsin 
Life, Madison, Wis., has been called for 
Jan. 9, at the home office of the com- 
pany in that city. The business will in- 
clude the election of several directors. 


AGENCY LEADERS ON 
TREND OF THE TIMES 


(CONTINUED FROM PAGE 3) 


tensive study of the life business. And 
what is exceedingly vital, the nature 
of the fire business or general insur- 
ance business does not tend to the cul- 
tivation of that high quality of mental 
insistence which plays so large a part in 
the life man’s success. The practice of 
mental insistence is necessary to any 
efficient salesman, but in the case of 
the life man it must be developed to a 
high degree—higher, at any rate, than 
is required in other lines of insurance. 
A life insurance man must have en- 
thusiasm. He must be possessed con- 
stantly of an intensity of interest and 
purpose. The nature of his business 
calls for unusual concentration. In life 
insurance vernacular we express it by 
saying that if a man wishes to write 
a large amount of business in a limited 
time, he must be constantly on his toes; 
he must be going; both feet are never 
flat upon the ground at the same time. 


Acquires Special Facility 


Through this constant concentration 
on his problems, a man acquires a 
strange facility in the writing of life 
insurance, acquires an ease in leading 
the prospect to the point of signing, 
a remarkable versatility in the handling 
of individual cases, a masterful power 
in dealing with men. Now it is im- 
possible for the man who gives his 
attention to various forms of insurance 
to acquire these peculiar qualities that 
are essential to the production of a 
large volume of life insurance. At any 
rate, it is in the main impossible. In 
rare instances there is found a fire in- 
surance man or a man engaged in 
general lines of insurance who has the 
versatility and power and the concen- 
tration necessary to enable him to shift 
from one form of insurance to another 
and do all of them with equal success. 
But this is not the common experience, 
and will not be in the future. 

Warmth of Sympathy 

The life insurance specialist ac- 
quires efficiency in the life business. 
Life insurance is the most human busi- 
ness. More than any other business 





Capital, $200,000.00 





A company born in the West Originators of the 
built for western people, “Multiple Option” Policy, 
by western men. three-in-one contract. 


Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 


Write J. R. KRUSE, Vice-President and General Manager 























HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








contract years. 





OHIO, INDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
Tennessee, intends to enter these states. 


This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 


If your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, andif , 
you are ambitious to own and operate a General Agency,—write us, 
giving full particulars. 


Liberal financial assistance extended during the first two 


Minor Morton, Vice President & Agency Manager 
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Vice-President and General 







Central States 
Life Insurance Company 


JAMES A. McVOY 


Manager 
























W. T. GRANT, Vice- 





$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
President. KANSAS CITY, MISSOURI 


















| Write for Territory 
Pennsylvania—Ohio— West 







PHILADELPHIA 





Are You Permanently Established? 


Virginia 


PHILADELPHIA LIFE INSURANCE CO, 























JUST LICENSED BY ILLINOIS STATE 


; with State 


be of undoubted experience and 


Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 


DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 


WANTED: First class agency man: must 


ability 





























W. L. MOODY, JR., President OF 


Alabama Kansas 
Arkansas Kentucky 
California Louisiana 
Flerida + nse 
Georgia 880 

Texas and Virginia 


c. Ss. poten tang 
Ordinary Dept. 





AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 . 


SPLENDID ‘TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


For information regarding them write to 


W. J. SHAW 
Agency Mer. 
Industrial Dept. 














it is easily linked up with the deepest 
and most powerful human emotions 
and motives. Consequently to do this 
business in a great way a man must 
carry into his work a certain warmth 
of sympathy and a genuine desire to 
serve folks. And it is only the man 
who lives life insurance who can go 
to men in just the manner and spirit 
in which it is necessary to go to them 
to be highly efficient. The phychology 
of the question seems to indicate that 
it is extremely improbable that the line 
of demarkation between the general in- 
surance man the life insurance spe- 
cialist will fade away. 
Must Have Full Time Men 


My opinion therefore is that the bulk 
of life insurance in the future will be 
written by full time life insurance men 
who are specialists in their line, and who 
in the future are certain to be better 
trained and equipped and more pro- 
fessional than in the past. It seems 
to me that there is little probability 
that life insurance specialists will be 
replaced by men who are engaged in a 
general insurance business and who 
write all the various forms of insur- 
ance for their communities. 


Will Need Life Specialist 


At the same time I can see no rea- 
son why a big general insurance agency 
should not act as a general agent for 
a company for a state or for a portion 
of a state. Under such an arrangement 
the manager of the agency would be the 
executive and not the salesman. He 
might, of course, be an expert fire man 
or casualty man. But in such cases if 
the agency accomplishes anything worth 
while in the writing of life insurance, 
it will be necessary to secure a life 
insurance specialist as superintendent 
of the life insurance department. If 
that is not done, there will be no re- 
sults of any consequence. Moreover, 
if the business of such an agency is to 
be extended over a considerable terri- 
tory and a large business developed, it 
will be necessary to find full time life 
insurance men throughout the territory 
who will give themselves to the promo- 
tion of life insurance. An occasional 
application will be written by a man 
under contract with the agency as a 
casualty man or a fire man. But if the 
agency makes any kind of a showing 
as to life business, the business will 
have to be written by the full time life 
insurance specialists. 


Will Establish Life Departments 


In the large cities it is quite prob- 
able that the movement that has already 
started and that has resulted in the 
establishment of a life department by 
a number of large insurance agencies 
will continue to expand. The larger 
agencies will doubtless form direct con- 
nections with life insurance companies 
and establish a life department, through 
which they will handle the life insur- 
ance produced by the agents of such 
an agency. This, however, will be a 
change of method in the handling of 
the business rather than any change as 
tg what is actuallv being done in the 
writing of life insurance by the agents 
of such agencies at this time. Instead 
of the individual men of the fire agency 
or a general insurance agency acting 
as life insurance brokers and reporting 
their life business through some life in- 
surance general agency, the general in- 
surance agency will secure a direct con- 
tract with a life insurance company and 
all of the life business written by its 
agents will be reported direct to the 
life company. 

May Extend Agency Operations 


It seems extremely probable that this 
will be one of the phases of the future 
development of the business in big 
cities and to some extent also in terri- 
tory outside of the big cities. There 
are reasons why a strong general in- 
surance agency with a manager of 
strength and vision should make a suc- 
cess of the life department. 

But the actual writing of life insur- 
ance in the future, as in the present, 
will be done by life insurance special- 








ists, mainly, probably more in the 
iuture than in the present. Life insur- 
ance will continue to be written by men 
who have created by thought and pur- 
pose and the spirit of their work a life 
insurance personality, and who by rea- 
son of what they are, realize an actual 
identity with the business. 
“e 

H. H. Putnam, Manager Publicity 
Department, John Hancock Mutual—[ 
believe there is more demand for life 
insurance specialists than ever. On the 
other hand, I think that the “line of 
demarcation” between fire, casualty and 
life business will be more or less 
broken down. 

If I were running an up-to-date in- 
surance agency I would advertise to 
place all kinds of insurance and put 
myself in a position to handle it to the 
best of my ability. There is no reason 
why the fire insurance agent cannot 
place life business, at least on the brok- 
erage basis. 

As to operating as general agents, 
this is a different question. It requires 
a great deal of capital and a lot of pa- 
tience to properly develop a general 
agency, and this is where the specialist 
comes in. 

Brokerage Arrangement 


It seems to me that if I were a fire 
agent I would not go into the general 
agency end of the life insurance game, 
but endeavor to make some satisfac- 
tory brokerage arrangement. I know 
of several successful fire insurance 
agents who are also successful life in- 
surance general agents, but my impres- 
sion is that they were first and fore- 
most life insurance specialists. 

I think the general feeling among 
life insurance men is that it requires 
concentration on the life business to 
make a real success of it, hence there 
is little or no time for a real life in- 
surance man to do other lines of busi- 
ness. 

The fire agent deals in insurance pro- 
tection, and if the assured needs the 
protection of life insurance as well as 
fire and casualty—it is logical for him 
to be served by his agent or broker. 

As to the fire agent being considered 
in the class of the part-time life man, 
it would seem to me that a professional 
fire agent is a “whole-time” insurance 
man, and therefore entitled to do the 
life insurance business if he wished to. 

= ; 

Arthur F. Hall, Vice-President Lin- 
coln National Life—I have your letter 
asking me to answer the question, 
“Will the insurance man reduce the 
number of his customers and write all 
forms of insurance or will he specialize 
on a certain kind of insurance?” 

The fact is I have given no thought 
whatever to the developments that seem 
to be taking place in Chicago where 
the large general offices are putting in 
life departments. I see no reason why 
these efforts should not succeed, nor do 
I see any reason why they should hurt 
the man who specializes on any par- 
ticular form of insurance—life, fire or 
casualty, provided he is really an expert 
in his line and can gain a reputation 
as such. 

No Basis of Comparison 


There may be no basis of comparison 
whatever, but I know there are large 
general practitioners who will do any- 
thing in the line of medicine, and at 
the same time there are those who give 
no attention to anything except one 
specialty. I notice that in some Chi- 
cago offices there are as many as a 
dozen physicians with different special- 
ties all in one general office. These 
men no doubt refer a great deal of 
business to each other, and the fact that 
they are grouped together undoubtedly 
helps the business of all of them. It 
would seem to me that there are just 
as great advantages in one general of- 
fice handling all kinds of insurance, 
but whether or not one man can handle 
all the different kinds of insurance is 
an entirely different proposition. 

f I were going to Chicago to sell 
life insurance it seems to me that it 
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Backing Up the Agent 


During the first six months of this year, 5,211 
Letters of Welcome were sent to new Guardian 
policyholders. 


Backing up the Agents’ efforts with a courteous per- 
sonal touch that strengthens the bonds of friendship 
between the policyholder, the Agent and his Company 
is just another example of Agency Co-operation as prac- 
ticed by the Guardian. 


If you want to know the whole story of what this Company is doing for 
tts field men, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 


OF AMERICA 
’ Established 1860 under the Laws of the State of New York 
Home Office 50 Union Square, New York 





























WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. The proposition we 
offer is unusual. Correspondence confidential. 











GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT. President 




























The 
Ouio Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


E desire to negotiate with a high class man for the State of 

Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 
you in a big way. If interested address 


T. W. APPLEBY, 


etary. 





















QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal uipment, who is 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 














NOVEL MORTGAGE SITUATION 


European Firms Make Good Profit 
Selling American Farm Loans 
at a Discount 





It is reported that the European 
mortgage houses are doing consider- 
able business through the western 
states, selling American farm mort- 
gages at a discount and, at the same 
time, making a good profit. This situ- 
ation is created through the unusual 
condition of the foreign exchange. The 
foreign companies can sell blocks of 
American mortgages at a considerable 
discount and, due to the difference in 
exchange, can make an unusually large 
profit. This is said to be especially true 
of the Holland and Scotch mortgage 
houses. The Scandinavian companies 
have also been prominent in this. 

An interesting case has arisen in the 
purchase by the New World Life of 
$200,000 worth of southern Idaho irri- 
gation district mortgages. These were 
bought through a Holland mortgage 
loan house ,at a discount of 10 percent 
and at the same time the Holland bank- 
ers realized between 20 and 30 percent 
on their investment, due to the denre- 
ciation of the guilder. The New 
World Life has gained an investment 
which will bring an income of approxi- 
mately 12 per cent. It is one that has 
increased securities. It was accom- 
plished through a suggestion of a 
traveling salesman that the guilder, 
which is worth 40 cents in America at 
par, was worth 31.4 cents, thus offering 
the advantage to both in the transac- 
tion. The exchange situation makes a 
unique condition for foreign mortgage 
houses and opens an interesting field 
for conservative investors in this 
country. 


Decision for Omaha Life 


Although the Omaha Life accepted a 
$162.40 premium on a life policy for 
Mart Muhlbach, of Mullen, Neb., re- 
serving the issuance of the policy until 
after a medical examination, the Ne- 
braska supreme court has held that the 
company was not liable when he was 
killed in a fall from a windmill four 
days after his application went in. 

The policy was to be for $5,000, and 
$10,000 in case of accidental death. The 
court said: 

“Life insurance risk, before issuance 
of a policy for which an application has 
been made, is not assumed until the 
minds of both applicant and insurer 
meet on definite terms to that effect.” 


Writes $4,000,000 in Month 


As the result of a special drive con- 
ducted in November, the Chicago 
agency of the Equitable Life of New 
York reports paid-for bus‘ness for that 
month of more than $4000,000, which 
sets a new record for that agency. Al- 
together 1,317 applications were sub- 
mitted during the month, totaling more 
than $7,500,000. The agency is out 
to set a mark of $5,000,000 in Decem- 
ber. The high mark set in the Novem- 
ber drive makes it certain that the 
agency’s total production for the year 
w'll go ahead of its 1920 figures—a 
record of which few organizations can 
boast. 


Detroit Life—Its report for October 
shows that the agents operating ex- 
clusively in Michigan have written busi- 
ness of $10.708000 so far this vear. 
October brought in a total of $800 000, 
of which $250,000 was written in De- 
troit 

The Detroit Life has shown an in- 
crease in new business for everv month 
of this year as comnared with the corre- 
sponding month of last year. The in- 
crease in 1920 of written business is 
$2.718.000. The increase in paid-for busi- 
ness in 1921 over the same period of 
1919 is $3 870.000. an increase of 120 per- 
cert in two vears. Total insurance now 
in force is $26,406,000, an increase in 1921 
of $5,501.000. 








DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume eo hep owt 
regularly—g usiness placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 















A Penn Mutual Premium, less a Penn Mu" 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 




















ACTUARIES | 


ome F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 
29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











PRANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Maneur Bldg 


INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 





re C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








T J. McCOMB 

ea COUNSELOR AT LAW 

_ CONSULTING ACTUARY 
Reserves rrender V 





Su: alues, 

etc., lated. Valuations and Exam- 
tions Made. Policies and al! Life In- 
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NEWS OF THE PRUDENTIAL 


Many Agents Have Recently Been Pro- 
moted to Position of Assistant 
Superintendent 


Agent Antonio Lucien of Poughkeepsie, 
N. Y., district of the Prudential, is the 
industrial leader of Division N for 1921. 

Agent George F. Coughlin of Pough- 
keepsie, N. Y., is a number one in ordi- 
nary net issue, so far this year, in the 
Division N race for leadership. 

Agent Barney Wolff of Brooklyn 12 is 
making another one of his big ordinary 
records this year. At the present time 
he leads all the agents in the district 
and holds sixteenth position on the list 
of the leading agents in the Prudential 
field. 

Promotions to assistancy rank of Di- 
vision Q are: Elmer B. Edwards, Luvs 
Angeles 1; Jesse Johnson, Salt Lake City; 
Henry B. Schaldsch, San Francisco 1; 
Homer L. Fussell, Los Angeles 3; Wil- 
liam B. Ogletree, Salt Lake City, and 
Leander M. Vance, Oakland. 

Agent James W. Murray of the Cum- 
berland, Pa. district, is the undisputed 
champion industrial and ordinary pro- 
ducer of that agency staff for the cur- 
rent year to date. 

Burton J. Pearson of the New York 
6 district, Max Siegel and Meyer Kap- 
lan of the New York 8 .district, and 
Frank H. Bell of the New York 10 office 
have all recently joined the class of 
succesful workers and their title is now 
assistant superintendent. 

His many friends will be glad to learn 
that H. W. Simpson, formerly an agent 
in the Cleveland 4 district, was advanced 
to the position of assistant superin- 
tendent. 

The Toronto 2 district, under the 
leadership of Superintendent S. W. Shep- 
ard, is leading the Canadian division in 
the industrial branch in both actual in- 
crease and on a proportionate basis. 

Assistant August Merkle of Indianap- 
olis 1 is promoted to the superintend- 
ency in the Lafayette, Ind. district. 

During the recent call by the company 
for a perfect score in ordinary, extend- 
ing throughout the week of Oct. 31, 
there were three districts in Division G 
which reported 100 percent producers. 
Hats off to Superintendents G. S. Wain- 
wright, J. H. Hughes of Indianapolis 1 
and 2 respectively, and H. R. Kendall of 
Louisville. 

Agent Philip Frew of the Terre Haute, 
Ind. district, has been showing fine pro- 
gress in handling all details of his 
agency work. His efforts have been re- 
warded by his promotion to the position 
of assistant superintendent in the same 
district. 

Superintendent L. F. Miller of Read- 
ing, Pa. district, is leading Division K 
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in the lowest percentage of ordinary net 
cancellations to amount in force and 
ranks number five in the company. Su- 
perintendent G. J. Wink of Lancaster, 
Pa., is number six. 

D. W. Wentzel, agent of the Harris- 
burg, Pa. district, is leading Division K 
in amount of new business for the year 
and is number eight in the entire field. 

The name of Agent H. C. Batty of the 
Utica district is ranked among the lead- 
ing 100 agents of the company in ordi- 
nary net issue, and he is the leading 
agent of the district. 

Coincidentally his assistant superin- 
tendent, J. H. Baker, holds the same rela- 
tive position among the leading assist- 
ant superintendents of the conpany and 
he is also the leader in the Utica dis- 
trict among the assistant superintend- 
ents in ordinary net issue. 

The Southern Division assistancy staff 
has been recently increased, bringing 
each district up to parallel proportions 
and the keen competition for leadership 
anticipated, will be followed with inter- 
est. 

Agent Walter H. Roloff of the Milwau- 
kee 1 district is credited with an ex- 
cellent record in industrial and also has 
a good ordinary record. 

Agent Cecil A. Gillis of the Milwaukee 
21 district continues to show splendid 
progress in ordinary. 

Agent Ernest F. Stauff of the Milwau- 
kee 2 district is doing exceptionally well 
in industrial and has an excellent amount 
of increase to his credit for the year. 





Henry E. North Is Promoted 


Superintendent of Agencies Van den 
Bout of the southwestern district of the 
Metropolitan Life has resigned that 
position on the ground that his phy- 
sician forbids him to do _ extensive 
traveling which is necessary to take 
care of that section, Henry E. 
North, manager of the Roxbury, Mass., 
district, becomes his successor. Mr. 
North entered the service as an agent 
in the Bay Ridge district in January, 
1913. A year later he was promoted to 
be a deputy at Trenton, N. J. In April, 
1917, he was made superintendent at 
Clinton, Mass. The following month he 
entered the service in the infantry of the 
United States army and was sent to 
France and served for over two years in 
France, Germany and Belgium. He occu- 
pied a staff position under General Bul- 
lard. Returning in July, 1919, he was 
made superintendent at Portland, Me., 
and a year later was transferred to Rox- 
bury, Mass. In every position he has 
held Mr, North has made a first class 
record, and has shown good judgment 
in administration and ability to select 
and train efficient men. 

Mr. Van den Bout returns to his old 
position as manager of the Syracuse, 
N. Y., district. Manager Williams of 
Syracuse will be transferred to the What 
Cheer district, Providence, and Manager 
Soroch of that district will be trans- 
ferred to Roxbury. 


Western & Southern Changes 


A. D. McIsaac, formerly traveling aud- 
itor for the Western & Southern, has 
been appointed superintendent at East 
St. Louis, Ill, succeeding H. J. Strau- 
binger, who has become assistant at St. 
Louis West. S. R. Hickman has been 
appointed assistant superintendent at 
Marietta, O. Ralph Quesnel has been ap- 
pointed assistant superintendent of St. 
Louis North. 


John Hancock Changes 


The following named have been pro- 
moted by the John Hancock from the 
agency ranks to assistants in the dis- 
tricts of their service: Robert Cardwell, 
Elizabeth, N. J.; John W. McCormick, 
Dayton, O. William J, O’Connell is pro- 
moted from agent at Long Island City 
to assistant at Elizabeth, N. J.; Israel 
Cohen from agent at Philadelphia IV to 
assistant at Hartford; Gilbert F. Vogel, 
from agent at St. Louis II to assistant 
at St. Louis I. 

Michael H. Lewandoski is transferred 
as assistant from Trenton to Glens Falls; 
Nicholas J. Murray, from Lowell, Mass., 
to Schenectady, N. Y.; Robert Clayton, 
from Elizabeth, N. J., to Newark, N. J. 

Anton Rottmueller is changed from 
application inspector to assistant at 
large at East St. Louis; Ernest James, 
from application inspector at Pawtucket 


IF YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Ohio, 
Indiana, Hlinois, Missouri or lowa, 
getting, training and handling the 
necessary agents, write-NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, III. 


F. N. L. BUILDING 
3401 Michigan Ave. 


nN. B.—Full line of policies, for ages one day to sixty 
years, with accidental death and monthly income total 
disability provisions. 














Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 






























| Motel Ia, Salte 


Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 
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Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DEs MOINES, Iowa. 


Prompt Service Full Coverage 


Attractive Contracts 


to secretary’s department at the home 
office; Frank J. Brown, from cashier of 
East St. Louis to the same capacity at 
St. Louis III; Urban L. Sohavo, from 
cashier at St. Louis III to assistant su- 
perintendent of the same agency; Train- 
ing Cashier Garland L. Gardiner of East 
St. Louis to agency cashier same dis- 
trict; Thomas R. Roberts, from applica- 
tion inspector and claim adjuster to as- 
sistant at large at Cleveland I. 





Metropolitan’s Utah Change 


The Metropolitan Life of New York 
has appointed E. J. Sorenson, a success- 
ful local agent for the society at Brig- 
ham City, to succeed George D. Bennett, 
manager of the Ogden and northern Utah 
territory, whose announcement of retire- 
ment through ill health was made re- 
cently. 





Home Office District Feted 


The South Bend., Ind., district of the 
Conservative Life of South Bend was 








given a banquet by the home office man- 
agement. Vice-President A. S. Burkart 
of the company acted as toastmaster. 
Talks were made by Manager McCurdy 
of the South Bend staff, Secretary Mel 
of the company, Monthly Premium De. 
partment Manager Johnson, W. W. Dun- 
kle, editor of the “Megaphone,” Execy. 
tive Assistant Trent, and Home Office 
Cashier Keasey. 





Western & Southern at Detroit 


The Western & Southern Life has 
opened two more district offices in De- 
troit, designated as Detroit South and 
Detroit East. Superintendent John Gibbs 
remains in charge of Detroit West, which 
is the original district. Superintendent 
F. W. Hankle is transferred from Detroit 
North to Detroit East and is succeeded 
at Detroit North by R. G. Hartsing, for- 
merly assistant superintendent at De- 
troit West. Superintendent J. R. Hanks 
of Hamilton, O., is transferred to the 
superintendency of the new Detroit 
South office. 














More Than 1’ Million Policies Now in Force 


J. A. CAMPBELL’S EDUCATIONAL IDEAS 


Chicago General Agent of New York Life Gives Plans for Training Agents 








Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
$ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
est Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 



















RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 


















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L., SEAY, President 





















The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class sagucsentatives, For terms 
_ and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 
























yEasy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,’’,a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 

















HE statement made at the recent 

meeting of the Life Agency Offi- 

cers, that J. A. Campbell, Chicago 
general agent for the New York Life, 
did not believe in educational plans for 
agents, is denied by Mr. Campbell, who 
says that the only source for such an 
impression is in the misinterpretation 
of a recent article as to his selling 
methods. Mr. Campbell, whose agency 
is the largest in the company, firmly 
believes in the necessity of training the 
new man into life insurance salesman- 
ship, but he believes that this training 
can only be in the form of sugges- 
tions, practice and personal contact 
being the only actual teachers of agents. 
It is upon this basis that he has built 
his great agency and the success with 
which he has met indicates this. Agency 
direction is merely a question of method 
and apparently Mr. Campbell has found 
a highly successful method. 


Is Virtually Training School 


The achievement of Mr. Campbell 
is especially noteworthy when it is con- 
sidered that his agency is producing 
over $22,000,000 annually in new busi- 
ness, although only writing in Chicago 
and facing the competition of nine 
other agencies of the same company in 
that territory. His agency has de- 
veloped into practically a _ training 
school for agents, for immediately upon 
his force going beyond a certain mark, 
another agency is formed and some of 
his best producers removed. If his 
original agency were kept intact, he 
would undoubtedly be in a position to 
claim title to the largest agency in the 
world. His is the largest in the New 
York Life agency organization and in 
comparative consideration the largest 
of all companies. This success is ac- 
counted for by his ability to keep in 
personal touch with each member of 
his agency and train even the oldest 
members through this means. He car- 
ries out the “associates” idea. 


Opposes Talks by Outsiders 


Mr. Campbell says that he does not 
believe in the part of the educational 
program that calls for weekly talks by 
outsiders. He does not believe in al- 
lowing anyone who offers to talk the 
opportunity of bothering the agents. 
Most of these speakers have something 
to sell and their talk is of little value 
to the agent. His plan is to hold indi- 
vidual meetings in most cases, although 
occasionally a general meeting is held. 
Mr. Campbell often has long personal 
talks with his agents and also has out- 
side experts come into the office for the 
same purpose. Much more can be ac- 
complished through personal contact 
than through general meetings. It is 
the ability to question the suggestions 
as made that creates interest ard im- 
plants the idea permaneritly in mind. 
If outsiders are to come in to talk, a 





careful selection should be made and no 
one allowed to speak unless it is known 
that he has a vital message to give the 
individual agent. 

Believes in “School of Practice” 


Training of the agent, as understood 
by Mr. Campbell, consists in a com- 
plete study of the company printed 
matter, a detailed personal interview 
between manager and agent, during 
which all questions can be settied and 
many suggestions made, and then the 
school of practice. This latter is of 
gieatest importance. Mr. Campbell be- 
iicves that no one can be taught iife 
insurance salesmanship. He -an be 
told the methods and experiences of 
others, who have attained success. but 
actual practice is the only means of 
finding working plans. What is a prof- 
itable method for one man will not be 
suited to another man’s nature or abil- 
ity. For this reason, Mr. Campbell 
does not believe that a strenuous school 
of life insurance salesmanship will be 
of as great benefit as personal contact 
in coaching the new man. If there is 
this personal contact, the agent will re- 
turn to the manager, after he has been 
in the field for a few cases, with a 
multiplicity of questions. This is the 
important training period and it is in 
the face of these constantly arising 
problems that the new agent, or even 
the old one, needs assistance. The 
great store of knowledge collected from 
a text-book or from an expert in a 
previous speech will be of no help. 
Personal contact, in order that the 
agent can have his problems solved 
individually and definitely, is the only 


solution. This is the training school 
that teaches. And they all come back 
with these questions, Mr. Campbell 
says. 


Learn Salesmanship First 
It is of basic importance for the agent 


_to learn salesmanship, not life insurance, 


and this is one of Mr. Campbell's re- 
quirements for his agency force. The 
most complete knowledge of life in- 
surance will sell nothing. Mr. Camp- 
bell only recently had to drop one of 
his agents who knew all the details of 
life insurance possible to learn. He 
was a student of the business, but he 
was not a salesman. He would make a 
sales letter cover all details of a policy 
and extend for four or five pages. This 
brought no results. Although this man 
knew all there was to know about the 
business and could write a volume on 
the subject, he could not sell. The life 
agent must know how to sell, and must 
not burden the prospect with the details 
of the business. There are three neces- 
sary factors in selling the prospect: 
what the beneficiary gains, what the 
prospect gains, and what it will cost. 
With a knowledge of these three funda- 
mentals, and no knowledge as to even 
the meaning of such terms as “pre- 
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liminary term insurance,” the agent 


can sell. 
As for the older members of any 


agency, Mr. Campbell believes there is 
as great a need of training as with the 
new men. He has been surprised at 
the general lack of knowledge shown 
by the great producers. Old-time men 
who are turning in large amounts of 
busiuess are among those who are most 
They 
never learn all there is to know about 
the business and thus the educational 
process continues throughout the life 
time of the agency. Through it all, 
however, Mr. Campbell believes that 
enly through actual selling practice and 
personal contact is the agent prop- 
erly trained. 


International L. & T. Meeting 


The International Life & Trust of 
Moline, Ill, held a very successful 
meeting of its lowa stockholders at 
Boone. Iowa, last week. Addresses were 
given in regard to the enlargement of 
business and greater protection by life 
insurance, from the standpoint of the of- 
ficers, by J. O. Laugman, president, Mo- 
ine, Iil.; from the viewpoint of general 
agency work, by Charles Wright, man- 
ager of agents, Waterloo, Ia.; from the 
standpoint of the board of directors, by 
B. P. Holst, Boone, Ia., from the view- 
point of investments and general finan- 
cial affairs, by Edwin M. Hult, treas- 
urer, Des Moines, Ia. 

A banquet was held in the evening at 
which Charles Wright of Waterloo 
acted as toastmaster. 


Banquet for Grizzard 


James A. Grizzard, founder and presi- 
dent of the Grizzard Insurance Savings 
Systems, was in Cleveland this week as 
host of the Grizzard organization at a 
banquet celebrating the writing of 
$3,000,000 new business inside of three 
consecutive months. Over 50 men 
were present from the Cleveland and 
Columbus offices. Manager L. B. Cole 
of the Cleveland Grizzard organization 
reported that a good start has been 
made on the fourth million, which 
likely will be accomplished by the first 
of the new year. 





West Coast Life Convention Plans 


The West Coast Life has announced 
that the proposal to hold its 1922 con- 
vention in Long Beach, Calif. has been 
approved and letters from prominent 
civic workers as well as the mayor of 
that city have been received by the 
company extending welcome and good 
wishes. The company anticipates the 
largest club in its history. 





STATE OFFICIALS IN 
SESSION IN NEW YORK 


(CONTINUED FROM PAGE 1) 


fraternal congress holds that the adop- 
tion of any such plan s::ould be deferred 
for at least another year. Some of the 
concerns still hold they should be per- 
mitted to do as they elect with respect 
to reserves. The more far-sighted fra- 
ternalists appreciate that they must se- 
cure adequate premiums, else they will 
be faced eventually with receiverships. 
The commissioners are inclined to stand 
by the Richmond Bill as adopted some 
months ago, and advocates of its modi- 
fication received little encouragement. 


Aroused Over Texas Position 


Chairman Francis R. Stoddard of 
New York, represented the report of the 
valuation committee. The convention 
went on record as favoring the continu- 
ance of the system of average values 
which has been used during the last few 
years. 

The committee on examination met 
this afternoon. Commissioner Hall of 
Texas succeeded in getting into quite a 
controversy with Commissioner Button 
of Virginia, who is chairman of the 
committee, as the Texas official de- 
clared his intention to start examina- 
tions of companies in states other than 
his own over the head of the committee 
on examinations. Superintendent But- 
ton plainly told the Texas commissioner 
that if he adopted a policy of that char- 
acter it would result in every Texas 
company being forced to withdraw from 
every other state except its own. The 
issue assumed a decidedly serious phase. 


Sue to Recover Taxes 


NEWARK, N. J., Dec. 7.—Suit has 
been brought by the Mutual Benefit 
Life against Charles V. Duffy as col- 
lector in the fifth district to recover 
$83,779.79 paid by the company under 
protest as excess profits for 1917. The 
company brings the case to test whether 
a mutual insurance company is liable for 
the payment of excess war profits under 
the act of 1917. If the company wins 
suits will very likely be brought seeking 
a rebate of excess profit taxes exacted 
for other years. It is also anticipated 
that similar companies will bring action 
in other jurisdictions. The case came 
before the court upon a motion in behalf 
of the government to dismiss the bill of 
complaint filed by the company. Argu- 
ment of this point, however, involved 
the merits of the controversy. 

J. D. Monahan of Sioux Falls, S. D., 
has been appointed district manager of 
the Guardian Life with headquarters at 
Rapid City, S. D. 
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ONE HUNDRED MILLION DOLLAR MARK 
PASSED OCTOBER FIRST 


Each of the first nine months of 
the year shows a gain over the 
corresponding month of 1920, 
and October already shows gains 








October, 1920. 








BANKERS LIFE COMPANY 


DES MOINES 


Geo. Kuhns, President 
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LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


In Business Since 1862 


Insures all classes of selected lives, issuing policies om the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 

viding poqpestion against all emergencies. /nformation and 
ne Life Insurance is Available at any time through the 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
mee eee immediately on approval of claim—no proba- 
i Monthly payments, lifelong, conditioned on permanence of dis- 


Immediate waiver of future premiums—no waiting until next 


Northwestern 


Company 


National Life Insurance 


MINNEAPOLIS, MINN. 


OLD LINE COMPANY 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 


The Company for Policyholders and Agents 
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days. 














We will insure the whole family! 


TERRITORY—IOWA 


DES MOINES 


COMPANY 


‘* The Company of Co-operation” 


LIFE AND ANNUITY 


Any plan, any age, 


This is a service our men appreciate these 


If it appeals to you, write. 
HOME OFFICE, DES MOINES «-r sia. IOWA 


SOUTH DAKOTA 





anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company stil! closer to the needs 
of the insuring public. 

For terms to producing Agents address 
The Mutual Life Insurance Company 
| of New York 
34 Nassau Street, New York 
——— —==_= 


























1867 1921 





THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 































CONSERVATION OF BUSINESS 
We are ——— » fevamping and cleaning up indebted policies for a number of Life Companies, 
thus standardiz: ‘conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders s satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 




















The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State— Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 





Home Offices, Wichita, Kansas 











































Join vn —s Procession NOW 


HE band wagon continues its merry way. Thoughtful agents 

are attracted daily by the Columbus Mutual Life system, which 

Offers life agents greater opportunities than were ever presented 
to them before. Perfected Endowment policies constitute the latest 
incentive. Inquiries concerning these are pouring in and bringing to 
the Columbus Mutual many more agents. Perfected Endowment 
policies are easy to sell. 

During one recent month, twenty-five additional agents began sell- 
ing Columbus Mutual insurance in one city alone. Among other new 
agents are two just of age. Their fathers, both general agents, have 
worked for rival companies many years. One long has been the lead- 
ing producer of a leading company. Wisdom, experience and affection 
dictated the choice by these fathers of the Columbus Mutual for their 
boys, just beginning to solicit. 

In October the Company's production nearly equalled the gain for 
the entire twelve months of 1918. 

If you think of a change in connections, write your name and ad- 
dress in the margin and send to the Columbus Mutual Life, Columbus, 
Ohio, at once. You cheat yourself by even one day’s delay. 











THE NATIONAL UNDERW RITER 


December 8, 1921 











NO ‘MILWAUKEE ACTION 


IN DOUBT AS TO BANK PLAN 





Address by Darby A. Day of Chicago 
Before Local Association Makes 
Strong Impression 





MILWAUKEE, WIS., Dec. 6— 
What action the Milwaukee Association 
of Life Underwriters will take on the 
bank-insurance plan, or whether any 
action at all will be taken, is still in 


doubt. Leaders in association affairs 
say that there is no “problem” so far 
as the association is concerned. They 


feel that Darby A. Day of Chicago 
cleaned it off the boards with his ad- 
dress at the Nov. 30 meeting of the 
association, when speaking as an indi- 
vidual he counseled caution about tak- 
ing any steps that might “make a 
volcano out of a mountain that really 
was only a molehill.” Other members 
are still bitter against bank-insurance 
plans and may try to bring the matter 
up at the December meeting. 


Day’s Talk Well Received 


The remarks of Mr. Day, which 
plainly made a deep and favorable im- 
pression on the membership here, are 
still being quoted among the life under- 
writers as they meet and “talk shop.” 
Among the points most frequently dis- 
cussed are these: 

“The insurance man may not like it, 
but the prestige of the banker is as 
yet greater in.the community than that 
of the life underwriter. People come 
to him for advice and counsel. The 
iife insurance man, however, is getting 
out of the habit of going to people and 
begging for business. 

“We are not here to discuss the 
merits of bank-insurance plans, but to 
discuss whether or not it is advisable 
to take action on the subject, and we 
can be too rash or conservative as well 
as not enough. 

“The bank-insurance plan is not new. 
It has been going on for five years. 
It was sold to the banks by insurance 
men The bankers did not start it. 
Action at Los Angeles and Cleveland 
stirred up the proposition. The na- 
tional convention at Cleveland tabled 
the thing. The Cleveland association 
acted, having a railroad men’s savings 
and insurance plan in front of it there. 
It is a live association and has a paid 
secretary and expects action—has got 
to have service.” 

Beginning to Let Go 


Mr. Day thought it was ridiculous to 
score the bankers after the bankers 
were invited into the savings-insurance 
idea by insurance men. He felt that the 
banks are already beginning to let go 
of the plan, but at the same time he 
scored the charges that the plan in- 
creased cost of collection and promoted 
rebating or switching. He said bankers 
do not do business that way. “Banks 
are not going into the life insurance 
business,” he said, “and are not going 
to stay there, but will not be resoluted 
and legislated out of it. Suggestions 
have even been made to abrogate exist- 
ing contracts with banks. 

“Insurance companies who haven't 
gone into these plans will not. Those 
who have are stopping short. They are 
experiencing too much trouble. 

“In Chicago—and more in Milwaukee 
—80 percent of those who took on the 
plan never before had life insurance. 
Fifty percent never before had a sav- 
ings account. Wisconsin’s state fund 
was set up as a scare-crow. The war 
risk insurance was heralded as_ the 
death of legal reserve companies. They 
were, however, things that made the 
public and the insurance men analyze 
and expand the life insurance business. 
“Shoot at the deer and not at your 
hunters. gentlemen.” 

Mr. Day also told of the history of 


AMENDMENT 


CHANGE “CONTESTABLE” LAw 


- SOUGHT 





Commissioner Hobbs Seeks Change in 
Massachusetts, as Result of 
Illinois Decision 





BOSTON, MASS., Dec. 6.—Commis- 
sioner Hobbs filed with the secretary of 
state last week ten petitions, calling for 
changes in the Massachusetts insurance 
laws. Several of them deal with fire in- 
surance and one or two with casualty, 
but some affect life insurance directly. 
One of these changes is in line with the 
recent action by the Illinois court on 
incontestability and the request is for an 
act providing that if the holder of a life 
insurance policy shall die within the 
two-year period during which the com- 
pany has the right to contest the claim 
of the beneficiary, the company, should 
suit by the beneficiary be deferred until 
after the “contestable” period has 
passed, will not be liable to pay if fraud 
or misrepresentation occurred. Com- 
missioner Hobbs says that the act is 
necessary because of a recent,court de- 
cision in Illinois, in which a life insur- 
ance company was ordered to pay a 
death benefit, despite the fact that the 
policyholder was guilty of misrepresen- 
tation in his application and died within 
the two-year contestable period. 

Two other recommendations have to 
do with qualification of officers of life 
insurance companies, and give the su- 
preme judicial court jurisdiction in 
equity upon an information filed by the 
attorney general at the relation of the 
commissioner to restrain all violations 
of the general insurance laws and en- 
force compliance with the same. 

There are also recommendations for 
an act providing that notice by regis- 
tered mail of a hearing before the com- 
missioner on the question of suspension 
of an agent’s license shall be deemed 
sufficient; an act providing that if a 
legal action brought against an insur- 
ance company within the one year per- 
mitted shali fail for some reason not 
connected with the merit of the suit, 
another action may be brought within 
one year from the date of the defeat of 
the first action; and an act restoring to 
fraternal insurance societies the privi- 
lege of paying a funeral benefit as dis- 
tinguished from a death benefit. 


Thornton n Goes to Jackson 
William Thornton, agency secretary 
at the Home office of the Volunteer 
State Life of Chattanooga, has resigned 
to take an important positon with the 
Magnolia State Life of Jackson, Miss., 
which was recently organized. Mr. 
Thornton is thus returning to his old 
home. Before going with the Volunteer 
State he was general agent of the Jeffer- 
son Standard at Jackson. He is a man 
of fine attainments, is well versed in life 
insurance work and has had a valuable 
experience. 


Cleveland Agencies Hear Pearson 

Following his splendid address before 
the annual meeting of the Cleveland 
Association on “America’s Greatest 
Need”, Barney Pearson accepted invi- 
tations to speak at several agency mect- 
ings among them being the State Mu- 
tual, Canada Life, Mutual Life and the 
Metropolitan. There is a__ possibility 
that an effort will be made to secure 
Mr. Pearson to hold a class of instruc- 
tion and to secure local emphasis 0! 
life insurance through addresses by 
him before clubs and various Civic 
bodies. 








only step-rate policies were sold, and 
some plans even went so far as to dis- 
pense with medical examinations, but 
these things were merely matters of 
history now, he added. He thought the 
companies themselves will stop these 
plans, but it will never be done by reso- 
lutions. 
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MODERN BUSINESS GETTING METHODS) 








Salesmanship and Service Both Found 
Essential to Success in Life Insurance; 
Two Kinds of Arguments Are Necessary 


WRITER on salesmanship re- 

cently said: “Suppose you were 

a prospect; would you be in the 
slightest degree interested in incontest- 
ability, in reinstatement, in reserve 
basis, Or in any other of the technical 
clauses of a contract?) They would be 
all Greek to you, and have no relation 
whatever to any need or circumstance 
or desire in your life, and, therefore, 
you could not be interested in them. 
There are just three chief things in life 
insurance that immediately touch your 
life. One of them is that your family 
would be in a fix if you should suddenly 
go, and life insurance can change that 
situation to your satisfaction. Another 
is that if you should become totally and 
permanently disabled and lose your in- 
come, you and your family would be in 
a bad fix, and life insurance can change 
that to your satisfaction. The third is 
that when you are old and are no longer 
able to work, you may be in a fix if life 
had not been good to you during your 
producing years, and life insurance can 
change that to your satisfaction. That 
is the story that gains the attention, 
grips the interest, and so arouses the de- 
sire of a prospect that he can be brought 
to write his signature. Forget all else 
when you approach him. Then your 
work will be successful and increasingly 
successful as your experience grows. 
Focus and win. Scatter upon inconse- 
quential, attention-wasting immaterial- 
ities, and you will lose five times out of 
six. In brief, put yourself in his and his 
family’s place, visualize what they need, 
and then so directly and clearly and en- 
thusiastically tell your great story that 
he will say, ‘I’ll take it!’ That’s the 
winning method of our master-sales- 
men.” 
Life Selling Different 

From Any Other 

It should always be borne in mind 
that life insurance salesmanship _ is 
different from any other kind in that 
usually the prospect is at first an un- 
willing possible purchaser. When the 
salesman of any other commodity se- 
cures an interview it is very often al- 
ready settled that the prospect is in the 
market, but that he does not know just 
which brand or type or kind he will 
Duv, 

Take automobile salesmanship. It is 
seldom that the salesman actually has to 
create the desire. When he arrives on 
the scene it is already taken for granted 
that the prospect is at least half con- 
vinced that he wants a machine. Nine 
out of ten of the life salesman’s pros- 
pects hold at first tenaciously to the idea 
that they don’t want insurance at all. 

It is for this reason that such articles 
as the above are written and that they 
contain a large truth. But there is still 
something to be said. 

Differences in Companies 

But That’s Not Main Issue 

It does not follow that because a pros- 
pect is convinced that he wants a ma- 
chine he is ready to buy any old kind of 
a machine. He may want a Ford or a 
Packard or he may want something in 
between, of which there are several 
makes, all at about the same price, but 
as a matter of fact some considerably 
better than others. It is the same with 
life insurance and an agent who is 
simply able to talk life insurance and 
not different types of life insurance, is 
greatly handicapped. 

There are material differences in com- 
panies, not alone in policy contracts and 
privileges, but in cost. A company that 





pays its agents 90 percent commission 
cannot furnish as good a brand of life 
insurance as the same type of company 
which pays its agents only 50 percent. 

The mistake which agents make is in 
letting these points of controversy ob- 
scure the main issue of buying a ma- 
chine or a life insurance policy. The 
best kind of automobile salesman would 
be one who had worked his way all 
through an automobile factory, knew 
every point of merit and demerit about 
the machine and then judiciously kept 
his knowledge to himself until the 
proper time came to show it. 


Competitive Idea 

Often Carried Too Far 

The competitive idea is what spoils 
the use of much valuable knowledge; the 
desire to prove that his company is bet- 
ter than some other fellow’s overshadows 
the real importance of the comparison 
and disgusts the prospect. It is the 
abuse of competition and not the use of 
fair and sound comparison that impairs 
the value of service by many agents. If 
an agent can not be essentially fair in 
his comparisons he had better leave the 
whole matter alone and remain simply 
a life insurance solicitor. A mere solu- 
tion is an agent who will use any means, 
fair or foul, to make his point and close 
his case. He is not supposed to have 











ISCUSSING the present best pros- 
D pects, S. T. Chase, Chicago gen- 
eral agent of the Connecticut Mu- 
tual, has pointed out that under the 
present business conditions the greatest 
field is among the borrowers and sal- 
aried men. Insurance is a necessity for 
these men today as it never was before 
and the financial stress is creating pros- 
pects daily. Mr. Chase said, in part: 
“Probably at no time in the history 
of American business has life insurance 
been as necessary as at the present time 
when losses have been as much greater 
than any time in the past as the Great 
War was greater than any war in his- 
tory. 


Heavy Losses Absorbed 


“The human mind can hardly con- 
ceive the magnitude of the losses that 
have had to be absorbed by men of 
afiairs as is evidenced by a $40,000,000 
loss by a large Chicago company; 
$10,000,000 by two others, and so on 
down the line. One of the oldest and 
largest companies of its kind in the 
world had accumulated a surplus, dur- 
ing its entire life, of $11,000,000, ten of 
which had to be written off. Another 
company with $500,000 capital and $250,- 
000 surplus had to write off $1,000,000 
of its $2,000,000 of stock on hand, leav- 
ing a deficit of $250,000 instead of 
$750,000 capital and surplus. As these 
cases are only a few which have come 
to my personal attention, what a tre- 
mendous number there must be 
throughout the broad land! ; 

“Tf there ever was a time when it was 
dangerous to change management, the 
rresent would apear to be worse than 
any time we have ever had, unless the 
man responsible for the management 
of a company were heavily protected by 
life insurance for the benefit of his com- 
pany, especially if the excess profits tax 
is removed, and there is every evidence 
that such legislation will be enacted in 
the near future. If the money for pre- 








much judgment of his own. An expert 
is a man who is capable of honest and 
intelligent judgment and who can re- 
frain from treating his competitor un- 
fairly; who is really capable of sizing up 
the relative merits of two propositions. 
Obviously, a buyer will wish to do busi- 
ness with a man who is both intelligent 
and honest enough to give him an ex- 
pert opinion; and it does not take the 
average buyer long to size up the real 
capacity of an agent to determine 
whether he is just a solicitor or an ex- 
pert. 


Two Kinds of 
Arguments Needed 


The crux of the matter of proper life 
insurance salesmanship and the use ot 
the two kinds of arguments, those de- 
signed to make a man want life insur- 
ance and those dealing with the com- 
pany or the kind of life insurance to be 
bought, is that each should be kept in its 
proper place. First the life insurance 
itself; then the company or the kind of 
life insurance. The job is only half 
completed when life insurance is sold, 


lor rather three-fourths completed, be- 


cause, of course, that is the big idea; the 
agent must know absolutely what he is 
selling and be prepared if necessary to 
prove to the prospect that he knows. 
He must know his own contracts, his 
company and his costs upside and down, 


| backwards and forwards; and he must 


know also all the other policies, costs, 
and companies. The first is salesman- 
ship, the latter is service. Both are 
necessary to the equipped and success- 
ful agent. 


| BEST PROSPECTS FOR PRESENT TIME 


miums on life insurance is not in hand, 
the firm could well afford to borrow 
in order to pay the premiums, and it 
alsb would be good business for a 
creditor to loan such a debtor more 
money in order to protect loans pre- 
viously made him. If the banker is not 
insurance-wise, it would not be out of 
place to send an insurance agent to him 
to sell him on the proposition for his 
own interest and that of the borrower. 


Inheritance Tax Appeal 


“Every man who leaves an estate 
large enough to be subject to. inherit- 
ance taxes, hands down to his heirs an 
indebtedness in proportion to the size 
of the estate, and such indebtedness 
must be settled in cash, irrespective of 
whether his assets must be sacrificed at 
bargain prices, and there is every evi- 
dence that inheritance taxes will be 
increased instead of decreased. 

“Imagine the difficulty of financing 
the inheritance taxes of a private con- 
cern making some $500,000 a year dur- 
such times as this, with the head 
of the institution gone; inexperienced 
sons as managers; with the usual debts 
to be taken care of and with money 
mractically impossible to get. The fam- 
ily might lose control of such a concern 
and the business might possibly be 
wiped out. A partnership is in a worse 
position than a family business or a 
corporation as the heirs of each of the 
deceased partners are entitled to the 
cash value of his interest in the business. 

“In the case of a rich man, the cost 
of dving would be the inheritance taxes. 
evecutor’s fees. charges for settlement 
of the estate, and the Joss incurred hy 
<arrificing securities which in all nrob- 
ability would go back to their orivinal 
value when times become normal. Such 
a man cannot afford to be without cash 
on hand, or life insurance. 

Living on Borrowed Money 


“Today many a man of affairs is pay- 
ing his living expenses with money 


we 





borrowed on his life insurance. In one 
day I have had in my office applica- 
tions for loans of $10,000, $16,000 and 
$22,000 on insurance policies. One was 
from a man who had had his income de- 
creased from about $150,000 a year to 
practically nothing. Another had, in 
normal times, an income of about $300,- 
000, and the third man had been get- 
ting $100,000. 

“In normal times the borrower would 
protect his loan by life insurance, as 
the trouble always seems to appear after 
a man is dead, and if this statement is 
true it is much more important today 
than ever before, 

“As a great many business men owe 
money today, it would appear that there 
were never sO many prospects for a 
life insurance agent as in the year 1921. 


Needed More Than Ever 


“In normal times salaried men would 
protect their dependents until the chil- 
dren are old enough to earn their own 
living and, if this be the case, such pro- 
tection is infinitely more important to- 
day, when men are frantically trying to 
take care of their own. 

“If the insurance man could picture 
some poor widow walking the streets 
day in and day out, without getting help 
from those whose own troubles do not 
permit helping anyone else, even if they 
wanted to, in such times starvation is 
not impossible for the unprotected—the 
same situation would apply to those 
who have become too old to work and 
the tragedy of old age would be made 
greater than in ordinary times when we 
all know it is great enough. 

“IT have often wondered what has 
become of a fine fellow who came into 
my office and drew out the last $25 of 
cash value on a $1,000 policy, with 
which to buy coal. He told me that he 
was a highly paid mechanic of the Pull- 
man Company and had spent all of his 
savings trying to recover from Bright's 
disease. He thought that he had re- 
covered but after a month the trouble 
came back. I looked at him and the 
thought came to me that the agent who 
sold him that little $1,000 policy must 
not have been strong enough to make 
him take more, or was lacking in his 
duty to humanity. I asked him if the 
agent had not failed in his duty to him, 
as a life insurance man, in not making 
him take more insurance, and he re- 
plied that if the insurance man who sold 
him that policy had been more forceful 
he could have paid for $10,000 and 
would have taken it. 


Everybody Wants Life Insurance 


“Practically everybody wants life in- 
surance today, as the tragedy of un- 
protected widows and children is con- 
stantly before their consciences, but, 
unluckily, many can hardly buy the 
necessities of life, to say nothing abouf 
paying an insurance premium. How- 
ever, now is the time if history repeats 
itself, and it always has in the past, to 
impress upon the minds of such per- 
sons that in about ten years we are go- 
ing to have a similar situation and that 
they must not forget what they have 
gone through and at the earliest pos- 
sible moment, plan to prepare for the 
next financial stringency just as soon as 
their income exceeds their necessary ex- 
penses by taking enough life insurance 
to care for their dependents and when 
they are old enough to care for them- 
selves to have a fund for old age so 
that they may feel contented and happy. 

“Following is an argument given by 
Col. Freeman against consultation of 
a husband with the wife upon the ques- 
tion of whether he should take insur- 
ance or not: . 

“*The Conecticut Mutual has been in 
business for 75 years, three-quarters of 
a century; has paid out $365,000,000 
mostly to widows and we have no rec- 
ord of one widow refusing to take in- 


surance money. 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 

guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly gay 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 








a _y-\ 2 oa -0_ C1 ©) VA ot 110s | ol et = 1 @ 1] © 


The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT**° MONTHLY INCOME INSURANCE. 


jaaeeeom LATEST POLICIES AND AGENCY CONTRACT 831) :87:\ni5 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 





WANTED 


District Managers and Special Agents 
for 
Several Points in Texas 


INDIANAPOLIS LIFE INSURANCE COMPANY 
Address FRANK P. MANLY, President 








Agency Co-operation 

through direct mail advertising is just «ne of the features which give 
Fidelity field men a distinct advantage. Lest year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 78.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, POLARS POA 
Walter LeMar Talbot, Presiden 











‘ii Guscess is ¥-4 OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miditéin 


Cash Capital, $200,000.00 V. D. CLIFF, President 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 











MESSAGE FROM BARMORE 


Your territory is crowded with 
prospects. Be suspicious. Treat 
everybody as a prospect until 
proven innocent, and make it diffi- 
cult for them to prove their inno- 
cence.—George H. Barmore, Su- 
perintendent of Agents, Federal 
Life. 











Named Instructor of Agents 


Frank E. Hall, superintendent of or- 
dinary agencies of the Life Insurance 
Company of Virginia, announces the 
appointment of S. C. Chandler as in- 
structor of ordinary agents. It will be 
Mr. Chandler’s duty to travel the ter- 
ritory covered by the company, giving 
instructions and pointers to agents as 
to life insurance problems. Mr. Chan- 
dler is a graduate of the insurance 
school of the Carnegie Institute and is 
also a former instructor at Staunton 
Military Academy. 


To Declare Stock Dividend 


The stockholders of the Public Life 
of Chicago are called to meet Dec. 14 
for the purpose of declaring a stock 
dividend of $300,000. The Public Life 
claims to have 600,000 stockholders in 
Chicago. 


Holzman Agency Expands 


The Alfred Holzman agency of the 
Equitable Life of New York in Chicago 
has found it necessary to increase its 
quarters to meet its business and has 
doubled its floor space, now occupying 
half of the eleventh floor of the Conway 
building. Albert E. Pollak and M. M. 
Rubner have been appointed assistant 
managers by Mr. Holzman and the office 
machinery is being adjusted to cover 
the new quarters. 


Missouri State in New Jersey 


The Missouri State Life has been 
admitted to New Jersey. This makes 
39 states in which the company is oper- 
ating. 


Metropolitan’s Loan Figures 


The Metropolitan Life last week au- 
thorized loans of over $11,000,000. 
City property was given $7,774,600 of 
this and farms $3,310,000. The city 
loans were mainly for housing and 
mainly in New York City. The total 
number of families provided for is 
1.514. The farm loans are scattered 
through the west and south. 


Joseph W. Briggs of Milwaukee, 
manager of the Massachusetts Mutual 
Life, will hold his agency meeting in 
Chicago in connection with the Mid- 
West Agency Congress of the Massa- 
chusetts Mutual, which will assemble 
in that city in March. The Briggs 
Agency will have a banquet of its own 
the first evening. 


Life Notes 


Mrs. Lucy Gilmer Meade, mother of 
Everard B. Meade, district manager at 
Richmond for the Massachusetts Mutual 
Life, died at her home in that city last 
week. 

The Conservative Life of Sioux City, 
Ia., has just moved to more commodious 
quarters in the recently completed War- 
nock building. The company has occu- 
pied space for two years in the Com- 
mercial building. 


Svmpathy is extended by underwriters 
to William P. Behling. cashier of the 
Northwestern Mutual Life, Milwaukee, at 
the death of his son, Reis W. Behling, 
aged 24 vears, who died after a short 
illness of heart disease. The young man 
had been employed by the Northwestern 
Mutual for three years. 

J. Allan Fiske. who recently resigned 
as assistant to General Agent E. H. Le- 
stock Gregorv of the Aetna Life at San 
Francisco and president of the Northern 
California Life Underwriters Association, 
is understood as being on his way East. 
Mr. Fiske has been made many flattering 
offers, but it is the epinion of his friends 
on the coast that he will probably come 
back with a general agency tucked away. 


“All that its 
name implies” 


The 


Square 
deal 
Agency Contract 
Write for particulars. 


Home Office, Madison, Wis. 








HOME LIFE 


INSURANCE Co. 
NEW YORK 


WM. R. MARSHALL, President 


The 60th ponnt Gee statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


—— ¢ 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohioe and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 











